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with BRIGGS & STRATTON 
4 CYCLE GASOLINE MOTOR 


(90% 


ts Dig a-Bargain at §99$50 
as the Electric REGAL at §5950 


HE REGAL WASHER has proved to be a real tonic to washer sales. 
Titundred after hundreds of dealers are, “changing to Regal” because 
the Regal is ‘“‘so much more washer” for little money, and, therefore sells 
so quickly. 
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Outside Clutch 
Control 


Same jaw type clutch 
used for years in thou- 
sands of 100 YEAR 
Laundry Queens. 


| Submerged 
Agitator 
' Illustrated at right. 


Easiest to sell in $165 
washers, certainly easi- 
est to sell at the Regal’s 
low price. 


> REGAL with Westinghouse 
; Electric Motor $59.50 


The Regal Electric Model, already in thou- 
sands of homes, has created a sensation be- 


Cause it is easily an “over 4 
a hundred-dollar value” 59 50 
for only e 


The Regal washer lifetime guarantee; backed by millions of dollars in 
resources; made this great washer even easier to sell! 


Write for low dealer prices on $99.50 Regal with latest Briggs and 
Stratton Gasoline Motor, biggest gas engine washer bargain on the mar- 
ket today. 


GRINNELL WASHING MACHINE CORP. 
GRINNELL, IOWA 
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A BRAND NEW WRIST WATCH 








CLIMAX 


Ly Ingersoll 
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oe the new Ingersoll Wrist Watch that 


reaches a new climax in low-priced watch history. 


Climax—in value! The greatest wrist watch 
ever to sell at such a low price. 

Climax —in style! This watch is small— far, far 
smaller than any standard wrist watch at this 
price has ever been. Beautifully modeled, 
cushion-shaped case finished handsomely in 
chromium. Choice of swank mesh band or 
leather sports strap. 

Climax —in quality! Thoroughly trustworthy, 
thoroughly tested, thoroughly an Ingersoll. 
Thoroughly a good wrist watch for your cus- 
tomers to buy and you to sell. 

Climax—in achievement! The outstanding 


manufacturing and merchandising triumph of 






the company, long leader in its field. A true 
Ingersoll ten-strike. 

Climax—in popularity! It has met with en- 
thusiastic reception wherever shown — from 
jobber to retailer to ultimate wearer. 
Climax — in timeliness! You needed something 
like this— brand new—smart—and priced for 
the times—to put new life into your business. 
Climax is it! It will sell fast— and every one 
you sell will help to sell others. There’s never 
been a value to compare with it since the 
country went “wrist watch”. 

Order your initial dozen now. New merchan- 
dise is what your customers are waiting for. Get 
in quick. (If order is to be shipped through 
jobber, please state his name and address.) 





THE INGERSOLL-WATERBURY CO. e« wartersury, CONN. © NEWYORK © CHICAGO e SAN FRANCISCO 
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Why It 
Pays to Sell 
GREENLEE 


Expansive Bits 


and 


Bit Extensions 


Fair Profits: Greenlee Expansive Bits and Bit Exten- 
sions are not “cut rate” merchandise, but are real qual- 
ity items that sell at a fair price, assuring profit. 


Satisfy Customers, Create Good Will: Customers of 
yours who use these tools are really satisfied with the 
work they do. This creates a favorable impression in 
their minds so that they will return to your store to 
buy other merchandise. 


Exclusive Features: Both of these tools have exclusive 
features that are found on no other expansive bits or 
bit extensions. The Greenlee “Setfast” Expansive Bit 
has a wide, open throat that eliminates chip clogging, 
and at the same time permits the use of coarser screw 
points for faster boring. A quarter turn of the eccen- 
tic pin locks or loosens the parts. Greenlee Bit Exten- 
sions are strong enough to drive bits up to 1” in diameter 
and yet are small enough to follow a %” bit. The 
positive lock prevents the bit from being lost in the 
work. No. 6 Setfast Expansive Bit and No. 900 Bit Extension 


Re NT ey 
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Below—Note the easy way in 


Made by an Old Established Firm: Greenlee has been which the Greenlee Setfast is 

i i set and locked. Set it with 
manufacturing wood boring tools for many years and an: Aieitinnceeecartia 
has built up an enviable reputation for building high- one quarter turn of the screw 


grade merchandise. driver. 


All Tools Guaranteed: Greenlee makes a tool for prac- 
tically all wood boring and mortising purposes. Each 
is guaranteed to be free from imperfections of material 
or workmanship, and superior in quality and service. 


Attar 





Above—Here is the positive 
lock on the Greenlee Bit ex- 


Write Today for Literature and Prices 





Dirt Sale Ofc Sen France: Sheldon Bde, lg 
New York: 53 Warren St. Los Angeles: 1301 Washington Bldg. aie far grip ne the 
Boston: 34-38 Binford St. Seattle: L. C. Smith Bldg. rng eeatoltseigemrirtetttg 
Philadelphia: 1209 Olive St. Vancouver: 2808 39th Ave. W. 


Nashville: 606 Cotton States Bldg. Montreal: 129 St. Peter St. 


GREENLEE TOOLS 


Greenlee Fool Co., Rockford, 7). 






Tools that 
Stay Sold- 
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Electric Light 


WITHOUT WIRES! 


These new, unique lights—backed by 


a nationally known name—open up a 


marvelous market 





THE EVEREADY WALLITE 


A beautiful, pull-chain light . . . looks 
exactly like a regular electric-light fix- 
ture. Finished in black or ivory, and 
trimmed with polished, lacquered 
brass. Opalescent globe gives a soft, 
pleasing light that’s bright enough to 
read by. Can be put permanently in 
place, or hung on a hook and used as 
a portable. There is scarcely a home 
that can’t use three or four Wallites. 

Closets, garages, attics, boats, stair- 
ways, cellars and summer cottages 
are only a few places that need Wal- 
lites. It is an ideal dome-light for en- 
closed automobiles. An excellent gift. 
Retails for $1.75, complete. The 
Wallite is 4% inches wide, 5% 
iuches high. 


4 


THOUSANDS of people want extra 
electric lights—but don’t want the 
trouble and expense of wiring. 
Eveready Wireless-Electric Lights 
are not connected with the house- 
current. They are free from bother- 
some cords and plugs too. Each 
light has its own reliable power- 
plant ... the new Eveready extra 
long life, metal-seal Batteries. 
Eveready Wireless-Electric Lights 
have a marvelous market. And 
we’re cultivating it for you! A big 
advertising campaign is starting 
in The Saturday Evening Post, and 
a list of important women’s maga- 
zines. Beauty, safety, economy 
and convenience are the keynotes 
of the campaign. These are the 
four very valuable things that 
the new Eveready Wireless-Electric 
Lights offer. 
* Will there be a response? Will 
these lights take hold? You should 
see the way they’re selling now. 
For Eveready Wireless-Electric 
Lights fill a real, long-felt need. 
Order a supply from your jobber 
today, and put them on display. 


NATIONAL CARBON CO., INC. 
General Offices: New York, N. Y. 
Branches: Chicago Kansas City New York 
San Francisco 

Unit of 


Union Carbide [ijt | seed stone 
THE GREATEST BATTERY 
IMPROVEMENT IN YEARS! 


No more wax-compound seals for 
Eveready Batteries! For the most 
efficient wax seal permits undue 
evaporation in a tiny cell. The 
mew Eveready extra long life 
Batteries have crack-proof, leak- 
proof metal seals! Not even a 
Houdini could escape from these 
mew and improved Eveready Bat- 
teries. They still retail for ten 
cents apiece. 








THE EVEREADY 
ELECTRIC CANDLE 


Display this where your customers can 
pick it up. When they do—it will light. 
When they set it down, it goes out. 
That arouses their curiosity, and 
usually makes a sale. 

The Candle will also give a steady, 
permanent light. It is located in the 
dark by the shining, radium dots. 
Handsomely finished with a satiny, 
silvery gleam. 634 inches high. The 
lamp is h d in tone glass, 
and sheds a bright, yet mellow light. 

The Candle makes an ideal light for 
telephone-stands, dinner-tables, nurs- 
eries, guest-rooms, dressing-tables, 
summer cottages, and a score of con- 
venient places. Ribbon marking on 
case covered by trade-mark. Retails 
for $1.75, complete. 
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Year by Year Leadership 
Since 1869 


BOSLEY’S WEATHER STRIP 


all types . . .. all pack- 
| f aged .... Sold by lead- 
“ae “EME ime Jobbers ....... . 











“Bomeco”—All 
Bronze Weather Strip 












ELL the customer satisfaction, and you are sure of 
sales. Steadily mounting Bosley sales have 
proved this sound business policy, through three 

generations—year after year since 1869. 


Today, a complete line, well known, nationally used, 
lessens selling effort, increases dealers’ sales. Modern 
packaging, including the Bomeco combined display 
and take-off reel identifies Bosley’s Weather Strip, con- 
stantly reminds, and stimulates demand at the point of 
sale. And Bosley’s 62 years’ experience insures prod- 
ucts that continue selling every customer on the basis 
of performance and satisfaction. 





“‘Bomeco”’ 
Window and 
Door Units 


THE D. W. BOSLEY CO., CHICAGO, ILL. 








Foc ge ee 4 Your Jobber Sells 


Moth-proof felt 
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No. 84B Door EE, 
Bottom Strip ‘ss 
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“Nu- Strip? — 
100.ft. Reel 
Competitive 
Grade 


Cushion 
“Ice Saver” — 


for Refrigerator 
Insulation 
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Pharis Tires keep the 


bugs out of your Profits 


-PHARIS 





O you ever wonder how to move a line of tires that is too high priced to 

move itself? ... If you sell a brand of second-line tires, have you ever been 
faced with an irate customer who bought one of them and wishes, now, that 
he had a guarantee to demand? 


If you’ve been bothered by these bugs ... and it’s rather probable that you 
have . .. consider Pharis Roadgrippers. 


Although it is essentially a quality tire, the Pharis is also low-priced. Quality is, 
of itself, not high-priced, but it is when high selling costs are added. Pharis 
keeps the quality but does away with high selling costs. There are no factory- 
owned stores, no expensive warehouses, and no large sales force written into 
the cost of Pharis Roadgripper Tires and Tubes. 


And about the guarantee ... The customer who won’t pay a high price can 
buy Pharis Roadgripper Tires, and yet their low price includes a guarantee. 
Pharis First-Line Tires are guaranteed by a standard warranty, irrespective 
of time or mileage, and you are protected by the Pharis adjustment policy 
. - . which has as its basis the desire to create and maintain satisfied accounts. 


The PHARIS TIRE & RUBBER Co. 
Newark, Ohio 
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Unbeatable Combination 





















3 FROG T no increase in price, all our Shovels, Spades and Scoops 

fe ft now can be had with the Type E one-piece Sturd E 

wFs.on Steel D handle. This makes a combination of strength, smooth 

Free Display Stand BLADE lines, lightness of handle, and durability that is unbeatable. 

Have you ordered your display stand? It’s Advanta ges 

free with an order for two dozen shovels. Dis- 1. STRENGTH—U nsurpassed by any other fit; positive grip lock. 

play these shovels where customers can see D Handle. 5. REPLACEMENTS —Hiandle and shank 

and handle them. Ask your jobber or write us. 2. WEIGHT— Strength considered, it is the sockets both straight tapered; easy to in- 

lightest D Handle ever made. sert new repair handle stem. ‘ 
3. DESIGN—Smooth, graceful curves. No 6 OPTIONAL—These Sturd E Steel D 


@ Sturd E Steel D Handles now manu- 


d a rough edges. Handles, Type E, are optional on all our 
fi actured excrustely by 4. GRIP—Cup-shaped discs, with offset rivet, brands. The well-known patented wood 
The American Fork §§ Hoe Company hold Ash Grip firmly; tapered for smooth Split D Handle is standard. 












RUE PE. 


The American Fork & Hoe Company . . Shovel Division 
CLEVELAND, OHIO 


Factories: Dunkirk, 
N. Y. and Conneaut, Ohio 
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| DAScCO 


Tools & Cutlery 
No.7 


Write today for latest 
““Dasco” catalog. Illustra- 
tions, descriptions and 
prices on the entire line. 


| 20 ,000 Retailers 




























ean’t be wrong... 


No one knows better than the man who sells over the counter 
whether or not a line of merchandise makes good. Customer 
satisfaction, quality, turnover, profits are known quantities to 
him because he rubs elbows with both the user and the manu- 
facturer. Sometimes mistakes are made on initial orders, some- 
times unsatisfactory lines are purchased and then discarded, but 
on merchandise that is reordered there is mighty little guesswork. 


Dasco Tools and Cutlery are sold by over 20,000 independent 
retailers. Regular customers who reorder and reorder. Sales 
and profits are highly satisfactory or they wouldn’t stick. 


Damaseus Steel Products Corp. 
Makers of High Grade Tools and Cutlery 
Rockiord Illinois 


Branch Offices and Warehouses: 


1 E. Bayaud, Room 209, Denver, Colorado 328 Holladay Avenue, Portland, Oregon 
478 Tremont Street, Boston, Massachusetts 144 Church Street, New York City 
Key Hardware Co., 406 Wall Street, Los Angeles, California 


PASCO 


TOOLS AND CUTLERY 


HARDWARE AGE 


















crashes through with —— 


‘TEMBO. 


“The strength of ar. = tg African Tusker” 


ILC 












SENSATIONAL 
PADLOCK 





A PIN TUMBLER 
PADLOCK fo: 5 Q¢ "4" 


of the Rockies 


Stamping on poor business conditions, charging, stampeding, 
this amazing new padlock ‘“‘crashes through”’ to assist a re- 
turn of hardware profits. It combines the most modern, 
strong, precise construction with an attractive black crystal 
finish,—it employs the exclusive’ llco unit cylinder,— it has 
the “strength of an African tusker,”—it retails for only 50c! 
In all the history of hardware trade, never before has such a 
value been offered. Read the specifications carefully. Then 
place your initial order at once. 


FREE 


Handsome 3-color Display 


Specifications of the Ilco Tembo No. 319 Container with every 
dozen Tembos. 






Aran 7 
eaitaw Tana e 


Case of special die cast alloy of high tensile strength 
Attractive black crystal finish 


Case hardened nickel plated steel shackle NEW YORK DETROIT 
Phosphor Bronze Springs PHILADELPHIA CHICAGO 
Brass bolt PITTSBURGH KANSAS CITY 
Complete padlock non-rusting 
Two cylinder keys of milled nickel silver BALTIMORE DENVER 
Pin tumbler—New unit type cylinder construction— ATLANTA LOS ANGELES 

can be master keyed CLEVELAND SAN FRANCISCO 
Size 144” 

6 

INDEPENDENT LOCK COMPANY, Fitchburg, Mass. 
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THIS 
oF Wy Wek c 


picks the Winner 
for You 


The fast selling numbers... . the high- 
turnover wrenches in the new Vichek 
catalog are now printed in red. At a glance 
you can select the sales tested items. Every 
size opening is embraced in just 28 double 
end wrenches listed in red. This as against 
54 sizes necessary in other complete wrench one of the 28 has been proved by actual 
stocks. Vichek saves you stocking 23 slow market test to be the most popular and 
moving items unless you have a definite de- profitable size to stock. § Stock less and sell 


mand for them. The turnover value of every more. This Vichek catalog shows you how. 


IA NEW COMPANION WRENCH FOR 
a THE VLCHEK PARATHIN 


A deluxe wrench that looks and acts the part yet 
priced lower than the Parathin. Forged of the 
same Mo-lyb-den-um alloy steel — has thin Para- 
bolic head and thin shank. The only difference 
Mis in the plating... nickel instead of chromium. 
Vichek’s new Parathin.... 
thing on the market compares with this in 


Chromium plated. ..True deluxe 


a, rance. The kind o h ag ° ° ° 
shes BE LS ON eee fearance, design and construction at the price. 


F THE 
VLCHEK TOOL COMPANY 
3006 East 87th St. - Cleveland, Ohio 
SCREWDRIVERS . PLIERS . WRENCHES «. CHISELS « HAMMERS 
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* ‘ 
EACH LINE SCIENTIFICALLY TESTED TO INCLUDE ALL THE ITEMS THAT ARE PROFITABLE TO CARRY 
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“LONG RANGE SHELLS 


BRING IN 


MORE BUSINESS 


hecause they bring ake more « ae ks: 


*The FLIGHTOMETER, the 
only instrument of its kind in 
the world, has been in use in the 
Western laboratory for more 
than nine years. It accurately 
records the exact position of the 
shot pellets as they fly through 
the air at any distance from t 
gun. 


The famous Super-X long range shotgun shell is 
the best selling heavy load on the market, not only 
because it has been extensively advertised and 
well merchandised by thousands of the better job- 
bers and retailers, but because Super-X is a 
BETTER shell. 


And here's why: Before Super-X was developed 
the shot pellets of ordinary shells strung out along 
their line of flight from 15 to 40 feet. Much of the 
load was wasted because many of the pellets lagged 
behind, too late to reach the swiftly moving bird. 


In Super-X the stringing out of the shot is cut 
nearly in half. This is accomplished through the 


All Western Shells Have NON-CORROSIVE 


? 


invention and exclusive use of a special scientific 
instrument, the FLIGHTOMETER.* The killing 
density’ of the load is practically doubled. At 60 
yards approximately 80 per cent of the effective 
pellets are bunched within a space of only 8 feet. 
That is why Western Super-X shells result in more 
hits and give cleaner kills at the longer ranges. 


Sportsmen Want No Substitute for Super-X 
For the most critical sportsmen in your locality, the kind of 
men who want the very finest shells for duck, goose and 
turkey shooting, Super-X is also loaded with golden Lubaloy 
(copperized) shot. Super-X with Lubaloy shot gives even 
shorter shot strings and longer effective range than the best 
chilled shot loads. Super-X Lubaloy shells should not be used 
for ordinary short range shooting. 


-RIMERS 


They Keep Shotguns Clean without Cleaning 


Super-\. Short Shot String 
More Mits—bewer Cripples 








Super-X 


Long Range .22’s 
Will Boost 

Your Cartridge Sales 

The tremendous power and screeching 


speed of Super-X long range. 22's have 
poe egal gun out of the little 
.22 rifle. 50 per cent More Power! 26 
per cent More Speed! Even more in 
some sizes. Greater killing power than 
any .22 cartridge on the market! Safe 
to use in any standard rifle. All made 
“Cage so by Western's exclusive Dou- 
le Action powder! 
Gleaming Nickel Plated shells! Golden, 


——_ Lubaloy-coated bullets. Non- 
‘osive Priming that keeps the rifle 
bore as bright as new . . . Super-X car- 
tridges are the fastest selling, most 

ular .22's in America today. Put 

in stock. Your customers will soon take 
them out! 


N ALL Western shotgun shells the 
stringing of the shot along its line of 
flight is definitely controlled just as pat- 
tern, velocity, energy and pressure are 
suited to the various loads. Not all 
loads require the closely concentrated 
shot string of Super-X; but for every 
load there is a length of string which 
will give that load the greatest effective- 
ness. By means of frequent tests made 
with the exclusive, patented FLIGHT- 
OMETER,* the shot string of every 
Western Xpert, Field and Super-X shell 
is held to the standard found to be best 
for each load. 
Shooters have been quick 
to recognize the improved 
effectiveness and uni- 
formity of all Western 


*Described on the preceding page. 


Western Cartridge 
Company 


855 Hunter Ave. 
East Alton, Ill. 


Branch Offices: Jersey City, 
N. J., San Francisco, Cal. 


Printed in U.S. A. 


Lol. 


Western's Fall Window Displa 
beautifully lithographed in full color, Can be 
without illumination. Unusually effective when flasher button is 
used. A business getter for Western dealers. Sent FREE on request. 








SHOT FLIGHT 


shells which has resulted from Con- 
trolled Shot Flight. Only Western shells 
have this advantage. You can sell them 
with the confidence that they will give 
complete satisfaction because none of 
the important performance factors have 
been left to chance 

All Western shells—Super-X, Xpert 
and Field—are loaded with Non-Cor- 
rosive Primers. They keep shotguns 
“Clean without Cleaning.” Western 
ammunition is sold by leading jobbers 
everywhere. There is one near you. If 
you haven't his name and address a 
postcard will bring it to you. 


y piece is 4% feet wide and 


either with or 


























“Under - Soffit” 
Stanley Garage Hardware Set 


for doors opening in or out ! 


| em is a brand new Stanley 

Garage Hardware Set for fold- 
ing sliding doors. It can be ap- 
plied easily and quickly and guar- 
antees smooth, silent operation 
of doors. 


Notice how the track is fastened 
right up under the soffit — an ex- 
ceptionally neat application. It 
is the easiest set of the folding 
sliding type on the market to ap- 
ply. Only seven screws are nec- 
essary to hold the track firmly in 
place under the soffit. All parts 
are sheltered from the weather. 


Furnished with an improved 

type of double truck hanger ES Reng 
which is adjustable vertically ns 

for various typesoftoprails. A 

rust-proof ball bearing on the 

swivel and roller bearings _ Set SX2613 is but one of the many sets makin 
the wheels guarantee smooth, up the new line of Stanley Hardware for fold- 
silent operation of doors ing sliding doors. Descriptive folder showing 
for the life of the garage. this new equipment will be sent upon request. 


As pioneers in the manufacture of Garage Hardware, Stanley again leads the way with 
improved equipment for folding sliding doors 


OTHER NEW STANLEY SETS FOR 
FOLDING SLIDING DOORS 


THE STANLEY WORKS 


New Britain, Conn. 





L STANLEY ] 


Set SX2610-A Set SX2610-B Set SX2610-C 


Two doors folding toone Similar to SX2610-A Two 4” x 8” doors 
side, servicedoorhinged but with three doors hinged together, 
from opposite jam hinged together folding to one side 


STANLEY HARDWARE 
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i OVER. THE WORLD 
—ALWAYS— 
YOUR BUYING INFORMATION 


ON EVERY WORTHWHILE 


HARDWARE BUYER’S DESK 
AT NEW LOW COST! 


HARDWARE AGE CATALOG 


239 West 39th Street 








New York 


14 HARDWARE AGE 














in a kit 






that’s bound 
to sell itself 







CRESTOLOY WRENCH 
SPECIFICATIONS 
No. Length Capacity Weight 
ACI16 6 inches 3/4 inches 5 ounces 
AC18 8 inches 15-16 inches 8 ounces 
AC110 10 inches 11/8inches 13 ounces 






















JERE is the new Crestoloy Kit! Mechanics, 
service men, motorists and householders 





will soon be talking about it . .. eager to buy® 


For it is a compact, handy kit containing 
three new Crestoloy Wrenches ... drop forged 
wrenches that are 30Z thinner, 2004 stronger, 
and tougher than ever before. 


3 You know your customers will want this 
new Crestoloy Kit. We are certain that they 
will appreciate wrenches made of Crestoloy. 
So order a supply from your jobber today. 
Show them to your customers. Convince your- 
self that a Crestoloy Kit will be one of the fast- 





est moving items in your store. For it’s bound yo 
to sell itself. HOUSEHOLDER ) 
; CRESCENT TOOL COMPANY Uf. 
: Jamestown, N. Y. vl 











and Smith 
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ONARCH 


is ready with A Complete Line 


to fill Toy Buyer’s requirements 


SCOOTERS — COASTER WAGONS 
BABY WALKERS — PEDAL CARS 
VELOCIPEDES — SAFETY CYCLES 








Monarch has so much to offer that is new, that no toy buyer 


should consider his requirements filled until he has investigated 
this complete line of vehicles for children. 
New features on standard items and an array of entirely new 





designs and models that express new ideas throughout—all 
reflecting the highest standard of quality and at especially at- 





tractive prices. Compare the Monarch Line, and be convinced 
that there is something new in Juvenile Vehicles. 





The Monarch Products Co., Tiffin, Ohio 


In New York at 45 East 17th Street 
BERT SCHEUER HAROLD SCHEUER 


FANS— 


} MILLIONS OF THEM 
IVE R Golf fans—base ball fans—boxing fans—we’re 


a nation of fans. Twelve months a year— 
| oO ise ws, ON every day in each week—we’re interested in 
sports, and twelve months a year we create a 

SINGLE AND DOUBLE BARREL ————e———————EE 
We take our sports rather seriously, and we 
SHOT G I J N S must be well equipped. We’re constantly on 

the lookout for better equipment. 
; We look in the hardware 
Nationally Known and ates merteinne 
; if he has something to 
Moderately Priced to Meet ae 

Exactly the 1951 Demand. terested. 


In the regular sporting 
goods issues of HARD- 
WARE AGE—published 








Iver Johnson’s Arms @ Cycle Works 





FITCHBURG, MASS every second issue of the 
NEW YORK CHICAGO month—you will find 
151 Chambers Street 108 W Lake Street ‘ bs 
practical ideas and sug- 
CO es week gestions for this profita- 
ble department of your 


store. 


HARDWARE AGE 
239 W. 39th St. 
New York City 
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The Gunning Season 


is just around the corner. Is your stock in condition to 
profit by the certain seasonal demand? 


The new 
H & R “Hammerless” Single Gun 


offers the greatest Gun Value on the market and costs the con- 
sumer less than any other hammerless gun. 


All the advantages of the hammerless type, plus features of construction 
not found in any other gun and H & R quality of workmanship and finish. 


Firing mechanism cocked by the top lever, eliminating 
all cocking levers and dogs. 

Automatic safety operated by cocking cam. 

Sear positively locked by safety, making accidental dis- 
charge impossible. 

The few working parts are all of good size and not easily 
broken. 

Outline and proportions are pleasing to the eye and the 
balance is excellent in all gauges. 


Order through your Jobber. Write now for descriptive literature. 


HARRINGTON & RICHARDSON ARMS CO. 


WORCESTER, MASS., U. S. A. 















Hoppe’s No. 9 Keeps Gun Bores 
Free from Leading and Rust 


HE worst enemy of a shotgun or rifle is leading. 

Unless removed, it conceals rust and will ruin the , 
firearm. HOPPE’S NITRO POWDER SOLVENT 
NO. 9 is used by experts because it easily and quickly 
removes leading, metal fouling and residue. Send for 
a supply of our new Gun Cleaning Guide for free dis- 
tribution to your customers. 


HOPPE’S LUBRICATING OIL 


Although extensively used by sportsmen for the moving parts 
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of fine fire arms and the mechanism of fishing reels, it is in HOPPE’S 
=e constant demand everywhere for household purposes—vacuum Gun Cleaning Pack 
age i i i Sporting Goods and Hardware 
HOPPE'S cleaners, phonographs, typewriters, electric motors, sewing a, singe Py et. cae 


machines, etc. Won’t gum or clog. A lubricating oil of high our One Dollar Pack, containing 
viscosity and purity. An unusual sales repeater. rr ag yo —_? peer 


patches. Every gunner wants one. 


Constantly Advertised. Order Through Your Jobber 


FRANK A. HOPPE, Inc. 
2314-H North 8th Street Philadelphia, Pa. 


LUBRICATING 
OIL 
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HARDWARE AGE 
Follows Hardware 
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: HEREVER hardware goes, Hardware Age 
dl is sure to follow. : 







Hardware is sold everywhere—Hardware Age is 
read everywhere. 
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| ' i Each issue contains sound merchandising ideas— : 
AN ideas that move merchandise. : 
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NewS ci: 
CW e Champion 


with SLIDING Tray 


Here’s a 16 inch tackle (or tool) box, with a sliding 
(removable) tray, that’s as handy as a pocket in a shirt. 
Built of heavy steel, electric welded. Paneled ends for 
rigid gee Olive drab enamel, counter sunk handle. 


Sturdy lock and 2 side catches, s 
1.25 


cadmium plated. 
Packed 6 in a carton. Your usual discount. 


No. 2516, List Price 
Order, NOW, a half or a dozen of these cham- 


pion sellers — the long box at the short price. 


Outing Mig. Co. 


ELKHART, INDIANA 
Pacific Coast Representative: McDonald & Linforth, San Francisco, Calif. 








BULES EYE The Best Way to 
Sell Air Rifle Shot 


ON’T sell air rifle shot in bulk— 

it is too unhandy and wasteful. 
The most profitable way is to sell Bulls 
Eye Steel Shot, in the handy nickel 
tube, convenient for you and the cus- 
tomer. BULLS EYE Steel Shot now 
tecommended for use by makers of leading air rifles. Order 
from your jobber, or for full particulars write 


DAISY MANUFACTURING CO., Plymouth, Michigan, U. S. A. 
Sole sales agents for American BallCo. Factory at Minneapolis, Minn. 


BULLS EYE etriz SHOT 











DUCK DECOY SNAPS 





No. 334 


The snap illustrated is the correct 
pattern for use with decoys. Length 
1%” overall. Swivel eye, heavily 
Cadmium Plated to insure rust re- 
sisting quality. Made with eye 
either 4%” or %”. 


Manufactured by 


North and Judd Mfg. Co. New Britain, Conn. 





Branch Offices: 





St. Louis, Mo. 
608 Victoria Bldg. 


San Francisco, Cal. 
Postal Telegraph 
Bldg. 





New York, N. Y. 
1328 Broadway 
Chicago, Ill. 
844 Rush St. 






























> > 
> & 
> 
> 























Id | 


Montague Trail Fly Rod. 
U. S. Winner of 19309 
Field & Stream brook 
trout contest. 
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MONTAGUE 


The World’s Favorite Split-bamboo Rods 


For Fresh Water 
For Salt Water 






TRADE MARK REGISTERED 


POPULAR 
Fishing Feods 
Sell Atways?! 


Best Values 
More Profits 


Every season . . . regardless of the 
times, the weather, competition ... 
Montague Split-bamboo Rods lead 
the world in popularity. To every 
jobber, every dealer, insuring a de- 
pendable large volume of sales and 
good profits. 


1932 Best Sellers 
Check up NOW. Plan for a big- 


ger fishing rod business next year, 
with Montague world’s favorite 
split-bamboo rods. 


The Montague line for 1932, com- 
pletely restyled, is now being shown 
by Montague’s road men. More at- 
tractive than ever, still better values, 
you will want your stock early and 
you will want to push it hard! In 
every good fishing section, from 
Maine’s Grand Lakes to California’s 
Eel River, and from Minnesota’s 
Lake of the Woods to the long 
Laguna Madre-on the South Texas 
Coast, Montague popular rods at 
popular prices will be first in de- 
mand, as usual. 


Consult us now about your 1932 
fishing rod stock. 


MONTAGUE 


ROD AND REEL COMPANY 


World’s Largest Manufacturers of 
Split-bamboo Rods 


Drawer A-0-8, 
Montague City, Mass. 
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URING the heat of summer when moisture precipitation fre- 
quently reaches low ebb, a reliable water supply becomes vitally 
important. Without it humans, stock and crops suffer, losses are 
heavy and fire hazards mount alarmingly. 


Many gardeners, florists, nurserymen, farmers and others who rec- 
ognize the value of water and the part it plays in their success have 
already fortified themselves against water shortage through deepening 
or increasing the size of their wells, cisterns and storage tanks and by 
installing Myers Self-Oiling Power Pumps or Water Systems for irri- 
gation, for barns and feed lots, for lawn and garden sprinkling, for 
household use, for fire protection and for innumerable other water 
necessities. 


This is the market that the Myers Line unfolds to dealers. A mar- 
ket that provides attractive year-through business. A market that 
reaches out in every ‘direction—city, town, village, suburban areas, 
rural districts—all have become an active sales field for Myers Self- 
Oiling Power Pumps and Water Systems. 


And here is the point to remember—Myers Self-Oiling Power 
Pumps—the original patented line of self-oiling pumps that revolu- 
tionized power, pump installation, operation and service—cover this 
market in its entirety. Styles and sizes for any need up to ten thou- 
sand gallons of water per hour—there is always pump business for 
dealers who sell the Myers Line. 


New catalog, just off the press, is now being mailed to over twen- 
ty-five thousand dealers. If you do not receive your copy in the near 
future, or if you have never sold and installed Myers Power Pumps 
and Water Systems, write or wire us for it. 


co 


THE FE. MYERS & BRO.co. 


ASHLAND, OHIO. 





PUMPS + WATER SYSTEMS «+ HAY TOOLS + DOOR HANGERS 
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i The Last Word 
In Garage Hardware! 


(4 Automobiles 
step ahead-- 


so do owners seek 






greater strength, im- 
proved convenience 





and more genuine 
value in Garage Hardware. The 
GRIFFIN Wrought Steel Garage 
Hardware Set shown here is built to 
meet this demand. It offers all that 
can be desired; and provides it with 
economy, too. Many other Garage 
Sets as well as GRIFFIN Hinges are 
shown in the new GRIFFIN Catalog 
which will be sent upon request. 






anufacturing Company 


ERIE, PENNSYLVANIA 
MANUFACTURERS 


Branch Offices:- 


NEW YORK: 45 Warren Sr. BOSTON: 113 PurRCcHASE ST. 
CHICAGO: 555 W. RANDOLPH ST. SAN FRANCISCO: 703 Marker Sr. 
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Here is what hap- 
pened in one ma- 
ehine shop. 


I; took three 12 inch, high 
speed hack saw blades of one 
make to cut through 114 inches 
of Sanderson special tool steel. 
One Atkins Silver Steel blade 
made the entire cut and was 
ready for further use. 


Facts are good things to sell 
by. You can get a lot of facts 
if you will “follow through” on 
your sales. 


Evidence of the value of qual- 
ity in service makes more sales 
easy. 


Prove value in one instance 
or one machine shop. Then see 
that others get the benefit and 
you will get the sales. 


Real quality always proves its 
value in service. 


But you can’t know these 


things that make _ customers 


7 Sah iter bar 









want what you have to sell, un- 
less you find out—and make 
use of the knowledge. 


Customers want to know not 
only how saws and tools are 
made better, but what they will 
do in use. And the real sales- 
man finds out these things and 
tells them. 


And the next thing you know 
they buy and come back again. 
That is the difference between 
making sales and making cus- 
tomers. 


Put Atkins Silver Steel Hack- 
saw Blades up against the hard- 
est tests and you will quickly 
find the best way of selling 
them—by telling what they 
will do. 


L§ 





A; a hardware merchant, you are interested in making easier sales. On 
the other hand, if you were a carpenter, home craftsman, or metal worker, 
easier sawing would interest you. And because saws that saw easier are like- 
wise the ones that sell easier, Sam Sayles uses the above subject as his topic 
for a heart to heart talk with you next week. Be sure to read it. 

Have you sent your name and business connection to us for adding to our 
FREE list of merchants who want the complete series of Sam’s talks? If you 


haven’t write us today. 





ste 


New Display Cabinet 
for Hack Saw Blades 











| ha New Counter Display 
Cabinet in orange, blue and 
white will sell more SILVER 
STEEL Hand Hack Saw Blades and 
Tungsten Alloy Non-Breakable Hack 
Saw Blades. 

Seventeen-.compartments hold a 
dozen each of the various blades for 
ready sales. Each compartment is 
marked with stock number, length, 
and number of teeth per inch. 

The rear compartments hold the 
balance of the stock in an aecessible 
manner without crowding. 

Top of the cabinet gives specifica- 
tions of each blade, and cutting in- 
structions so the clerk will know the 
exact blade to sell for the job. 

Light weight, yet very strong, and 
is constructed so that it will not mar 
the finest counter or display shelf. 


Write for complete information. 





Atkins No. 10 


Hack Saw Frame 


Fibre Rubber Handle, “easy grip” 
pattern; hung low, directing entire 
force of stroke on a line with the 
cutting edge of blade. Frame of cold 
rolled steel, 3/16 inch thick and % 
inch wide. Nickeled and _ highly 
polished; adjustable ‘to 8 and 12 
inch blades. Depth under back to 
cutting edge of blade, 3 inches, 

With Atkins SILVER STEEL Hack 
Saw Blades, this makes an_ ideal 
combination as _ Atkins SILVER 
STEEL Hack Saw Blades with the 
Blue End are guaranteed to cut six 
times more metal than any so-called 
Tungsten Blades. 

There is nothing finer to make a 
lifetime friend for your store than to 
sell him a good hack saw blade and 
frame—and that’s ATKINS, 

Ask for Atkins “Saws in 
the Shop” or the “Hack 
Saw Blade” book, if you 
weet a lot of good sales 

alk. 
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The Business Angle of Personal Viewpoint 


HE degree of success. you will attain in busi- 
ness depends largely on your personal view- 
point. 


If you think the world owes you a living, your 
mental attitude is wrong. The world owes you only 
what you can earn. Unless you fill a need in your 
community, you are a community liability rather 
than an asset. 


If you regard all who patronize you as your cus- 
tomers—as personal property to be treated as you 
see fit—again. your mental attitude is wrong. The 
customer is a free lance. He can trade where he 
will. He is yours only so far as you can serve him 
to his complete satisfaction. 


If you consider your competition as a personal 
affront; if you rave every time a chain store or mail 
order catalog is mentioned; if you criticize every 
person who patronizes a competitor, your mental 
attitude is not a wholesome one for your business. 
Competition is legal and natural. Your competitor 
has the same right to engage in business that you 
have. The chain store and the mail order house 
are legitimate business organizations. When they 
cease to fill a want they will automatically go out 
of business, just as you will go out of business when 
you cease to fill a need. 


If you believe that the manufacturer and jobber 
are your enemies and have nothing in common with 
you, your mental attitude is warped. The problems 
of the jobber and manufacturer are, in the broader 


sense, your problems; your problems are theirs. 
Anything that injures the hardware industry in gen- 
eral will eventually injure all the factors of that 
industry. 


Finally—if you are obsessed with the idea that 
the independent merchant is doomed, and_ that 
nothing can be done about it, your mental attitude 
is only a step behind actual failure. The efficient 
independent merchant is not doomed. Only the 
unfit merchant is on the way out and rightly so. 
The public demands efficiency, and the public even- 
tually decides whether or not any merchant will 
prosper. 


If your mental attitude is right, you realize that 
you owe much to your community and the world in 
general; that competition is but a spur to greater 
efforts and a stimulation to greater initiative; that 
your competitors are human beings with the same 
frailties and attributes you yourself possess; that 
the hardware industry as a whole faces common 
problems; that honest criticism of you, your store 
and your methods will benefit you more than a 
personal criticism of customers who trade else- 
where; that if you make your store indispensable to 
your community, your future is assured. 

Then if behind the right mental attitude is the 


will to work and to serve, no competition, now or 
hereafter, can crowd you from your place in the sun. 


Liew S. SOULE. 











“BW WAS one of those who 
stood up for years and 
years and roared about 
being a hardware man, 
and turned down many 
lines that traveling men 
wanted me to take on. I 
was a hardware man, and 
at that I didn’t know what 
a hardware man was or 





was supposed to be, or 

what his function should 

be in the community.” 
—Ed. Loyhed. 



















Miaybe You’re Too Miuch a 
Hardware Man 


Minnesota dealer 
has decided that 
other lines help 
build volume at 
profit 


OO many hardware men, 
[isis Ed. Loyhed, of 
Faribault, Minn., are still 
insisting that they are “hard- 
ware” men, and refusing, on that 
ground, to give serious consider- 


ation to many lines that are of- 
fered them that might prove 
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‘ 


highly profitable in a hardware 
store. 

“And what constitutes hard- 
ware?” asked Mr. Loyhed. 
‘“‘Where does hardware stop, and 
where do other lines begin? 
Are we going to stand up for- 
ever and say that we are here to 
sell hammers and chisels and 
nails, and nothing else?” 


Breakable Lines of 
Merchandise 


“Look along my north wall 
there. See the dishes, and glass- 
ware, and crockery, and all that 





line. Do you know why I put 
in that stuff? Well, I was one 
of those who stood up for years 
and years and roared about be- 
ing a hardware man, and turned 
down many lines that traveling 
men wanted me to take on. I 
was a hardware man, and at that 
T didn’t know what a hardware 
man was or was supposed to be. 
I didn’t know what his function 
should be in the community. 
“For some years now I have 
been awakening to the fact that 
we hardware men got along fine 
as long as the county was new 
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—as long as thousands of acres 
of new lands were being taken 
up and developed every year in 
our community. We got along 
splendidly when we had to out- 
fit these scores of new farmers 
every year. But that is ended 
now, and we have reached the 
point where we depend on re- 
placement business. 


Hardware Lasts Too Long 


“And do you know that I have 
just tumbled to the fact that 
hardware lasts too darned long 
for a man to make a good living 
replacing it. Imagine a man 
wearing out a good hammer or 
a good saw in a lifetime and 
coming in to buy another. Of 
course, he will wear out a wash 
boiler some time perhaps, be- 
cause it will get leaky, but he 
just can’t wear out a hammer or 
an ax or a hatchet or any one of 
a thousand items we brag about, 
because they are ‘hardware.’ 
I’ll say they are hardware. They 
are too darned ‘hard.’ 

“So, because hardware is too 
hard, and that replacement is 
too slow, I suddenly came off my 
high horse and decided to put in 
a line on which there is some 
breakage occasionally. Where 
you get a chance at replacement. 
That’s why you see that whole 
wall given over to a stock of 
dishes, glassware, queensware, 
crockery, etc. We do business 
on that line, because we get some 
breakage occasionally. Wedon’t 
have to wait for the third and 
fourth generation to wear out a 
piece of goods. 

“This does not mean that I do 
not believe in hardware. This 
does not mean that I am not a 
hardware man. Don’t forget 
that this line of household stuff 
has brought more women in 
here than ever before, and we 
are selling them hardware also 
while they are in here. 
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Get Back the Oils and 
Grease Trade 


“Now there is another thing 
the hardware men have been 
overlooking for a long time, and 
that is motor oils and lubricants. 
Up to the time the automobile 
became so popular, and brought 
a garage and filling station to 
every corner, the hardware store 
was headquarters for oils and 
greases. I wonder how many 
hardware men have forgotten 
the time when the hardware 
store was the place to get oils 
and greases. Well, the garages 
and filling stations took that all 
away from us.” 

Here Mr. Loyhed pointed to 
his oil display in his front win- 
dow. It was decorated neatly 
with five-gallon drums of motor 
oil. 

Oils a Profitable Line for 
the Hardware Man 


“See that oil?” he asked. 
“Well, I’m one hardware man 
who is going back into the oil 
and grease business. I believe 
this business still belongs to the 
hardware man. I believe we 
can make a fight and get a lot of 
it back. 

“T have had that stock of oil 





only 10 days, and I have already 
sold 50 gallons of it. And 
people don’t know I have it yet. 
I haven’t yet advertised it. I 
have only had it in the window, 
and had a few cards up in the 
window. 

“TI buy that oil in these five- 
gallon drums with easy-pouring 
spout. I can sell it for from 
$3.25 for one grade to $3.98 for 
the special heavy, and $4.19 for 
the medium extra heavy. That 
comes considerably under the 
price you pay at the filling sta- 
tion or the garage, and the 
farmers are wild about the idea. 
There is no trouble. The drum 
goes with the five gallons. We 
never go after the drum. Not 
only farmers, but a number of 
townspeople are buying these 
drums because they know they 
are making a distinct saving, and 
they know just what they are get- 
ting. This oil is uniform and 
standard in all the drums, and 
comes sealed. From my experi- 
ence so far, I am satisfied this 
is going to be a profitable item 
for me, and I am going to push 
it. I believe the hardware man 
can win back a lot of the oil and 
lubricant business if he will 
take hold of it aggressively.” 





**Hardware lasts too darned long for a man 
to make a good living replacing it. 
Imagine a man wearing out a good ham- 
mer, or a good saw in a lifetime and coming 
into buy another! . . . [suddenly came 
off my high horse and decided to put in a 
line on which there is some breakage occa- 


sionally. . . . 


This does not mean that 


I am not a hardware man. Household mer- 
chandise has brought more women in here 
than ever before, and we are selling them 
hardware also while they are in.” 

















King & Dexter of 
Portland, Me., 
does an all-year- 
round sporting 
goods business. 


HE King & Dexter Com- 
To. hardware firm of 

Portland, Me., does a re- 
markably good all-year-round 
sporting goods business. Sum- 
mer, however, is the best season 
for sales, due to the great num- 
ber of vacationists who pass 
through Portland on their way 
to coast or mountain resorts. 
Many of these vacation-bound 
tourists take occasion while in 
Portland to purchase tennis or 
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golf goods, fishing tackle and 
other sports equipment. 

Golf goods are particularly 
heavy sellers with the King & 
Dexter Co., accounting for more 
than one-half the total sales vol- 
ume of the sporting goods de- 
partment. This is accounted 
for largely by the fact that How- 
ard Lunt, who is in charge of the 
department, is a finished golfer 
and thoroughly familiar with 
the lines carried. He is also 





The King & Dexter golf goods department 
in Portland, Me., is a separate room. 


How Golf 


Information 


~~ Sells Equipment 


well acquainted with local 
golfers. 

We talked with him and it was 
easy to see why golf equipment is 
such a factor in his department. 
Lunt sells golf information; the 
clubs, balls, bags and tees are 
only incidental in the matter. 
He helps his customers to select 
the right equipment and gives 
them pointers on the proper use 
and care of what they buy. His 
customers know that he is an 
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authority on both golf and golf 
supplies, and they have confi- 
dence in him. Thus his desire 
to be of service to them results 
in a heavy volume of sales. 
“Only a few years ago,” he 
told us, “the bulk of the sales in 
this department was in_ the 
cheaper clubs. Today cheap 
clubs account for only a small 
part of the sales. We sell high 
grade, well known clubs at 
prices ranging from $4 up. Our 
easiest and most satisfactory 
sales are on matched sets run- 


ning from $10 to $100. 


A Good Business 
with “Pros.” 


“Meanwhile,” he added, “‘we 
do a very heavy and profitable 
business with the various club 
professionals in and around 
Portland. We play fair with 
them and they cooperate with us. 
When a ‘Pro’ sends a customer 
to us for anything in the golf 
line, we allow the customer 20 
per cent of the sale price in the 
form of golf lessons by the Pro 
who sent him to us. If he pre- 
fers he can use the amount for 
greens fees. The actual money 
involved is paid to the ‘Pro’ to 
cover the lessons or greens fees 
mentioned. The plan is work- 
ing out well and everyone is sat- 


isfied. 

“As to the amount of business 
we do,” he went on, “you can 
judge from the fact that during 
the last year we have sold over 
350 golf clubs of one type 
alone.” 

Dead stock is never allowed to 
accumulate in Lunt’s depart- 
A special display rack 


occupies a 


ment. 
for “close-outs” 
prominent place on the sales 
floor, and into it go all the slow- 
moving items. A low price 
moves them out rapidly. 

Lunt is a firm believer in the 
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value of new items as sales stim- 
ulators. “A golfer,” he says, 
“always wants to see the latest 
items, and no matter how much 
golf equipment a man has, he is 
always in the market for any- 
thing he thinks will help him im- 
prove his game.” 

Naturally, the firm does a 
good business in golf bags and 
incidental equipment. Occa- 
sionally also it features special 
sets of clubs at prices which in- 
clude the bags. However, there 
is no attempt to do a cut price 
business, as the firm prefers to 
maintain its price levels and get 
the business of the golf “Pros.” 

The average Pro, according to 
Mr. Lunt, appreciates the fact 
that he can go to the King & Dex- 
ter Sporting Goods Department 
and find a complete stock of 
what he wants, even to ladies’ 
clubs and clubs for left-handed 
players. The Pro also appreci- 





ates the prompt attention given 
to his orders and speed of deliv- 
eries. His customers are always 
in a hurry to get their equip- 
ment, and often the quick han- 
dling of an order means more 
than the matter of price. 

The sporting goods depart- 
ment of the King & Dexter Co. is 
in a separate room just off the 
main salesroom. It has plenty 
of space, so that the prospective 
purchasers can swing their fa- 
vorite clubs as much as they de- 
sire without annoying others. In 
fact, Lunt attributes many sales 
to this fact alone. The separate 
room also gives the sport enthu- 
siast a little more privacy when 
selecting equipment. 

Golf goods sales are largely 
for cash and the net profits, ac- 
cording to the King & Dexter Co., 
are better than on the average 
items carried in a _ hardware 
store. 





Salesmanship Overcomes Price Competition 


By R. P. LONDON, JR.* 
London Hardware Co., Johnson City, Tenn. 


Te most important factor in 
overcoming price competition 
is salesmanship. In combat- 
ting price competition most of us 
think of everything else but sales- 
manship when that is most always 
where the price cutter is weakest. If 
we have bought an article of known 
merit and reputation at its lowest 
market value and added only a fair 
and reasonable profit, then we know 
that the lower price goods are in- 
ferior. It is here through salesman- 
ship that the merchant informs his 
customer that his article is of better 
quality and commands a better price. 
I know many of you are saying it 
can’t be done, and the American pub- 
lic is price conscious, but isn’t it also 
true the average customer wants full 
value received for his money and if 
the merchant knows his goods, the 
reasons for their quality and his 


*From talk to Southeastern convention. 


price, that he will in the end make 
the sale? 

This is a day of shopping around 
and if the merchant will brush up on 
his salesmanship so as to best pre- 
sent the selling points to the cus- 
tomer who is looking around, a ma- 
jority of them will come back. I 
read the other day that 60 per cent 
of the higher priced articles were 
sold after the customer had been ap- 
proached at least five times. That’s 
something to think about. 

Of course some customers are 
strictly price buyers and will not be 
convinced. It is bad practice to cut 
prices for them, for here is where 
cut prices start and spread. It is 
quite impossible to make any set 
rules on this subject, because of vary- 
ing circumstances that arise, but the 
merchant who steers clear of price 
cutting will be better off in the end, 

(Continued on page 63) 
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NE of the surest ways to 
QO become a salesman is to 
meet people and study 
them. As you know, there are 
many types and kinds of people, 
and a salesman’s job is to sell all 
of them merchandise, regardless 
of their personal characteristics. 
Some people rather like to have 
a salesman “jolly” them along, 
while others ruffle up like an 
angry rooster at anything which 
smacks of familiarity. The man 
with real sales ability soon learns 
to take the middle ground; he 
treats each customer with the ut- 
most courtesy and respect, yet 
he permeates his attitude with 
cheerful friendliness. 
Never make the mistake of be- 


28 















Personal Element in 


SELLING 


Number _twenty- 
four of a series 
of short articles 
for the man on 
the sales floor. . 


ing too familiar with a customer. 
Many people may appear to like 
familiarity, but down in their 
heart they resent it. Every man 
likes to feel that there is some- 
thing about him which com- 
mands a certain amount of re- 
spect. Why not cultivate this uni- 
versal human characteristic? It 
can be made a very useful sales 
ally. 

In meeting and studying peo- 
ple, a salesman soon comes to 
realize the value of using the 
right words in a sales talk. Many 
salesmen are short of correct 
words to properly tell the story 
of the merchandise and service 
they sell. When a customer be- 
gins asking questions, they stam- 


mer around and finally drift into 
the old “‘you know,” etc. Now, 
as a matter of fact, people gen- 
erally don’t know. We give them 
credit for knowing much more 
than they do about our particu- 
lar goods or services. Read care- 
fully all the advertising matter 
dealing with the “hard-to-sell” 
items in the store. In those ads 
you will find words which aptly 
fit a sales talk. Seize upon every 
item of common interest between 
the customer and yourself; then 
tactfully steer the conversation 
toward the goods you are selling, 
using the words which show your 
knowledge of those goods. Never 
let your meeting with a customer, 
in the store, drift into mere con- 
versation. Use the opportunity 
to sell merchandise. 

Never hurry a customer. Make 
what is business to you a pleas- 
ure to him. Give him a chance 
to talk—he loves it. Give him 
plenty of opportunity to person- 
ally demonstrate any article he 
is interested in. If a customer is 
looking at a baseball bat, a ten- 
nis racquet, or a golf club, make 
it a point to get him out into an 
open place in the store where he 
can have room to swing as he 
would out of doors. Use your 
head—make it think. Put your- 
self in the customer’s place and 
answer the question: “What 
would induce me to buy if I were 
the customer?” 

Finally, be careful in regard 
to those personal things which 
give the customer his impression 


of you. Personal neatness, po- 
(Continued on page 63) 
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ARDWARE stores, espe- 
H cially those offering 
other playthings for chil- 
dren are finding in dolls a splen- 
did opportunity for building up 
business in a line which is in 
daily demand the year around. 
However, the direct profits ac- 
cruing from the sale of dolls can- 
not be said to be the only advan- 
tage in handling and pushing this 
line throughout the year. In- 
directly, the hardware merchant 
benefits in many ways. Whereas 
many playthings that primarily 
appeal to boys are carried by 
most every hardware store, few 
lines are in the average dealer’s 
stock that have a strong appeal 
for girls. 
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then Toy Furniture 
and Dishes 


The importance of securing a 
larger share of the patronage of 
women has been stressed to hard- 
ware merchants until most deal- 
ers are familiar with the merits 
of such a policy. Few, however, 
have foreseen the advantages of 
inducing future housewives to 
become regular patrons of the 
store, while they are little girls 
at the age when they are fas- 
cinated by dolls. Then too, in 
much the same manner that the 
sale of an electrical train for a 
boy is but the start of a chain 
of profitable sales for additional 
equipment for use in conjunction 
with the initial article, so is the 
sale of a doll the harbinger of 
many more felated transactions. 





The little girl with a doll soon 
wants a doll carriage, doll 
houses, doll furniture and a 
wardrobe of doll clothes. Many 
little girls do not have their craze 
for dolls appeased until several 
have been acquired and these are 
often subject to rather frequent 
replacement due to _ breakage. 
All of these factors work to the 
advantage of the source of sup- 
ply. Dolls are now being offered 
in appropriate costumes for any 
season of the year and this has 
also done much to develop a year 
around interest in them. At the 
present time, dolls attired in 
beach pajamas or bathing cos- 
tumes are naturally receiving a 
great deal of attention. 











It must also. be remembered 
that most hardware merchants 
would find it difficult to suggest 
a more appropriate gift for a 
small girl for any occasion than 
a doll. So many types are avail- 
able that a doll can be purchased 
that is within the reach of any 
pocketbook and the desler’s io- 
vestment in a fairly complete 
stock is comparatively small. 
Suitable dolls for little girls of 
any age are also available and 


Beaus or Chicken? 


T the monthly sales dinners of 
A the Rio Grande Hardware & 
Supply Co., which operates 
five retail hardware stores in Texas, 
the store crew having the poorest rec- 
ord eats beans. The remainder of the 
55 diners have fried chicken, steak or 
some other more aristocratic menu. 
This has created considerable friend- 
ly competition among the five man- 
agers and their assistants. The test 
of the contest is overhead percentage 
against sales which encourages sell- 
ing and reduced costs. Naturally 
there is plenty of kidding directed 
against those who win the beans each 
month and each crew endeavors to be 
somewhere above last place. 
These meetings are open forums 
for discussing experiences. The 
swapping of stories on lost sales as 
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no thinking salesman would sug- 
gest a china doll having natural 
hair, movable eyes and other 
similar features as an appro- 
priate gift for a two year old 
girl. Instead, an unbreakable 
doll with painted hair, or a soft 
knitted, or rag doll, would be the 
proper type to advocate in this 
instance. 

That hardware dealers are 
successfully handling dolls is 
perhaps best exemplified by the 





well as on sales that were made are 
included in the program. New mer- 
chandise is explained and frequently 
short talks given by salesmen repre- 
senting major lines handled by the 
stores. Recommendations for new 








Yes, BILL, BuT 
You MichTt 
Have BEAN 

BETTER THISTME 









A corner of the toy department 
of W. J. Pettee & Co., Okla- 
homa City, Okla. On the pre- 
ceding page: doll section of the 
Krause Hardware Co., Lebanon, 
Pa. 


accompanying illustrations, 
which picture representative doll 
departments in the stores of W. 
J. Pettee & Co., Oklahoma City, 
Okla., and the Krause Hardware 
Co., Lebanon, Pa. In the latter 
example the view depicts the 
year around display of dolls, 
while the holiday display of the 
Pettee Co. is shown. As the 
dainty garments in which most 
of the better dolls are attired are 
subject to soiling through unnec- 
essary handling and exposure to 
dust, it will be noted that glass 
enclosed, illuminated fixtures are 
used for displaying the line in a 
striking manner. Doll stands 
are used to hold the figures up- 
right in a standing position, and 
cases tow enough that little tots 
can view their contents, are espe- 
cially recommended. Some types 
of the less expensive dolls do not 
readily become shop worn and 
it is common practice to display 
dolls of this type on open fix- 
tures, especially during the holi- 
day season. 


lines, for discontinuing present 
goods, display ideas, etc., are all 
part of the_discussions. 

Rio Grande headquarters are at 
Harlingen, Tex. Branches are at 
San Benito, La Fena, Weslaco and 
Mercedes. 








WELL, YOU'LL er| 
EATIN' BEANS 
NEXT TIME, Tom, 





("LL GUARANTEE 
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LMOST every week I re- 
Aw a letter from some 
clerk in a hardware store, 
telling me his problems and ask- 
ing advice. These young fellows 
have their lives ahead of them. 
Naturally they desire to improve 
their condition. They write me 
about their small salaries. Is it 
better for them to stay where they 
are, or to strike out into new 
fields? How can they increase 
their earning power? What can 
they do to improve themselves? 
These letters of course are very 
difficult to answer conscientiously 
and helpfully, without in the first 
place knowing the young man, 
and in the second place, knowing 
his environment. Even when 
knowing all the facts, to advise 
is difficult and without knowing 
any facts, to give good advice is 
impossible. 

To these aspiring young hard- 
ware clerks let me say that I 
have met and studied the lives of 
many successful rien. Then I 
have also read the biographies 
of many other men. From this 
personal observation and from 
my reading, there are certain 
general principles that stand out 
clearly. Almost any man who 
has been successful in any par- 
ticular line of endeavor has early 
in life shown a special and pe- 
culiar adaptation to this particu- 
lar work. Take, for instance, 
many of the great novelists. 
When they were children they 
started telling stories to the other 
children. Story telling seemed 
to be in their blood. They were 
just born that way. After a while 
they started writing stories, and 
of course cultivated the art, and 
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A Letter to Hardware Clerks 


From SAUNDERS NORVELL 


in many cases became famous. 
Lindbergh, who is now flying 
in the Arctic, overnight became 
famous when he made his non- 
stop flight from New York to 
Paris. But study Lindbergh’s 
life. Read his book, and see how 
he barnstormed over a number 
of Western States in a second- 
hand plane. Then he was a mail 
pilot. In the first place, Lind- 
bergh must have been a natural 
born flyer. He is a good nie- 
chanic. Nature had adapted him 
for this particular thing, and so 
he became famous. Lindbergh, 
we have noticed, has been wise 
enough to resist all temptations 
to try something else for which 
he knows his training and natural 
characteristics do not fit him. 
Then there is Thomas Edison. 
l'rom boyhood, Edison was dab- 
bling with chemicals and inven- 
tions. Take also Alexander 
Graham Bell, the inventor of the 
telephone. His father was a 
teacher of elocution. Early in 
life young Bell became interested 
in the human voice. He himself 
later taught elocution. So step 
by step, he developed the idea 
of the telephone, which is simply 
the carrying of the voice through 
space by electricity over wires. 
Take Robert Louis Stevenson. 
He loved to write. He was de- 
termined to be a writer. His 
father wished him to work in an 
office, so young Robert ran away 
from home, set sail for America, 
concentrated all of his time and 
attention upon writing, and _be- 
came famous. 
Napoleon Bonaparte from boy- 
hood played at being a soldier. 
With other boys he built a fort 






of snow. There was a battle be- 
tween the boys who held the fort 
and the boys who attacked it. 
Napoleon was in command of 
the fort. Then he went to a mili- 
tary school and concentrated his 
attention upon the study of ar- 
tillery. Again we find natural 
adaptation, followed by intense 
concentration, and so Napoleon 
became one of the world’s great 
figures. 

My advice, therefore, to the 
young man hoping to make the 
most of himself would be first of 
all, to carefully study himself. 
What do you like to do most? 
What do you dislike to do? If 
you wish to succeed, you should 
try to manage things so you will 
have>an opportunity to do the 
thing that you like most. If you 
wish to fail, just try to do the 
thing that you do not like. I 
would also suggest, that you talk 
to some older people who know 
you well, and get them to frankly 
give you their opinions of you 
and your abilities. Sometimes I 
think people live in an atmos- 
phere where they know very little 
about themselves, while every- 
body around them knows all 
about them. [| also believe that 
if we could get a cross-section of 
what the people around us think 
of us, we would get a pretty good 
idea of just what we are. I don’t 
many 
world fool the people around 
them very much. Of course there 


believe people in this 


are some exceptions, but as a 
rule we are pretty transparent, 
and when we ourselves don’t 
know just what to do, the advice 
of others is often helpful. 


(Continued on page 49) 
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from Other Hardware Stores 



























LONG season of outdoor 
play for children brings 
wheel goods into promi- 

nence as profitable and active 
merchandise. The window dis- 
play at the top of 
page 32 shows a 
good arrangement. 
It comes from the 
Nagell Hardware 
Co., Minneapolis, 
and is the work of 
Earl W. Whiting. 

Fishing is pop- 
ular in the country 
tributary to De- 
troi, and the 
Schwarz Hardware 
Co., of Gratiot 
Ave., that city, in 
the window at the 
bottom of page 32, 
show how they pre- 
sent their tackle in- 
terestly. 

Great sea fish 
predominate in the 
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display above by A. T. Hauser 
for the Frank T. Budge store at 
Miami, Fla. Note he includes 
items such as outboard motors. 

Sporting goods for the field is 
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the main interest in the window 
of Al. G. Wright, Arkansas City, 
Kan. Here are windows from 
different sections of the country 
to choose from. 
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You Can Harness the Heat 





H Window 
Trim- 


mers! Hot 
weather is still 
with us and 
there will be 
hot days yet to come. You can 
still sell comfort to a sweltering 
humanity. And here’s a window 
the like of which you have not 
had in some time. It’s a sprightly 
window, with lots of good humor 
in it, but aside from that it has a 
subtle and crafty train of thought 
running through it, said craft be- 
ing something that makes minted 
money trot right up to your coin 
box. 


That happy husband in the 


bath can be made to appear very 
real by a couple of tricks. Get 
some artificial hai; and glue to 
the head and then place a few 


pages of a newspaper in his 
hands and place the fan in posi- 
tion. Turn on the power and, 
zip! that bathtub seems to be off 
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for Bagdad like a magic carpet. 
Don’t think the public will not 
stop and look and read. What 
hot and uncomfortable citizen 








would not respond to the sugges- 
tion of a bath, a cold drink, and 
ice cream? Snappy idea? You 
bet your life it is! 
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atiwith These Walloping Windows 


Kids will want play equip- 
ment for the back yard or lawn 
for some time yet. Here is the 
window you need to display this 
type of merchandise. Of course 
the usual chart is here presented 
to enable you to easily and ac- 
curately produce the large poster 
backgrounds. We have again in- 
dexed the lines forming the 
squares so that at any time dur- 
ing the process of drawing you 
can locate the spot where your 
pencil should be on the drawing. 
In making these posters simply 
determine the number of times 
larger your poster is to be than 
the chart shows, draw the same 
number of enlarged squares on 
your compo board and proceed. 
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8-13-3 


August Sale 
of Golf Supplies 


Special reductions which will 
g net you real savings if you take 
8-13-1 advantage of this sale. Prices 
i are good for duration of sale 

only. In some cases - agg 


You Really Can't Afford to Miss : are limited, so come in today. 
This Opportunity ; 


List Golfers’ Needs 


Never in the history of (Store Name) have they offered And Prices 
such high quality merchandise at such low prices. Every 6, 

effort has been made in combing the markets and exercising 
the greatest care in buying to bring to the people of (city ff 

name or county) the very best quality of merchandise at f YOUR STORE NAME 
the very lowest price possible. The results are very satis- 4 i 

factory. Quality merchandise is back to old-time bargain 
prices. You'll find it worth while to make a visit and see 
for yourself. 
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List Hardware with Descriptions 
And Prices 


ow 
. iB : Make Your Dream 
Vacation Sale of Trunks | = |_—@ Reality 


We have everything you need 


and LUGGAGE For a Glorious Fishing trip. 


There’s nothing like a vacation 
— the great ag RE 
P . - tb 4 there’s nothing like the rig 

Baggage you will be proud to point SS fu i fishing equipment, if you expect 
to as your own. Built to stand hard ES aE ty "| to catch any fish. We have 
wear and still retain its smart ap- Ue aes i eS ee wae aes _— Rs 
pearance. All trunks and luggage are above to & minimum. 7 

greatly reduced for this Vacation 


Sale. Come in today. 


[ap | oe | oe |e | ep | ee 
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List Luggage Items . . | List Fishermen’s Needs 
And Prices an ee ' And Prices 


YOUR STORE NAME 
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Boys—Here’s Your Chance 
To Get Baseball Supplies 
At 


August Sale Prices 


You’ll be surprised when you 
see the low prices on our 
regular high grade baseball 
equipment. All have been 
greatly reduced for our Au- 
gust Sale. Come in today. 










List Baseball Supplies 
And Prices 


YOUR STORE NAME 




















HOW - 
TO ORDER 


If you have local sterotyping 
facilities, request the complete 
sets of mats of all the adver- 
tising illustrations of these two 
pages, enclosing your check for 
$1.25. If you need mounted 
cuts order them by number 
given under each cut, listing the 
numbers in a column. Figure 
the charge of 35c. for each cut 
when less than ten cuts are 
ordered; when ordering ten cuts 
or more figure the charge at 30c. 
for each cut ordered. Enclose 
check with order, please—this 
saves bookkeeping for small 
amounts. Send all orders to 


HARDWARE AGE 
ADVERTISING FEATURE 
239 W. 39th St. New York City 
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Thrilling News for the Thrifty! pa 
Another Great Dollar Day at (Store name) 


We have astonishing values throughout the store—regular 
orga bargains. Be here when the store opens (day and 
ate). 


» Wash | Electric ceA> 
& Boiler lron eee 


$].00| $y.00 (eZ 


8-13-8 
Think of it! A full six pound 


Galvanized Boiler—of good nickel plated iron for $1.00. The 





heavy weight galvanized sheet— same quality that usually sells 
sturdily made, tin cover, safety for $1.75. For any 110 to 120- 
tub hooks. Capacity — gal. volt current. Without cord. 


List Additional Items for $1 


Beautiful Crystalware 
Very Special for Dollar Day. 


(List Items and 
Combinations for $1.00) 





YOUR STORE NAME 
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Enjoy the Thrill of Picnicking 





You'll have twice as much fun 
If you have the right supplies. 


We have everything you need for a 
real picnic—and next to the food, 
the right equipment determines 
the success of your outing. We 
have special prices during August 
on all Picnic Supplies. They’re 
surprisingly low. Come in today. 




















List Picnic Supplies and Descriptions 


YOUR STORE NAME 
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-Bunting’s- 


New One-Minute 


he New 1931 Model with ab she 'e hotest 


rovements, NEW R 
Ir x ON TYPE PE ROLLERS, NEW GEAR 
BHIPT, Noiseless in operation and No 
Addition in price, with srate- in prtly- 
ileges for your old Machine. 


Garbage or Ash Cans 
Vanised item, with This article is for 
Tint fitting cover. hardware 
oy be a chants who want to 
get their wares be- 
fore the public in 
a way that will in- 
telligently and ef- 
fectively SELL 
merchandise. It 
makes no pretense 
to technicalities or 
high sounding 
theories. It tells of 
a method that is a 
success for others. 


mer- 


20-gal. size, regular 


Ualny np Chetan Oa Basket 


Made of splint, size 14x24, with side 


while they 
ast, 
soe’ 296 


“Wear Ever’ Cookie Sheet 


Mote of best aluminum, bakes so evenly, 
— 12x15%; reg. $1.35, 


Pottery 
Tea Pots 


In English Brown 
pottery; 5-cup 
size; 

spec. . 


BYN WALNUT 


South Side Square, Indep., Mo. 
510 Minnesota Ave., K. C., Kas. 


b= 4624 Troost Avé. 








By J.A. WARREN 


RITING copy for advertising is a difficult 

task for many retail merchants who have 

not been able to give much time and thought 
to it, but it really is not so formidable to those who 
have found the knack of it. Result-getting copy is 
that kind which gives the greatest value creating in- 
formation to the reader. Flowery writing is worse 
than useless in bringing actual purchasers to your 
store. Avoid it as you would poison. 

Every line of space costs money, you must 
remember, so make every line count. Place your- 
self in the position of the person you wish to interest 
and sell. Ask yourself, what features you would 
be interested in if you were offered a certain prod- 


uct. Then print as many of that product’s strong 
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Can You Write 
Advertising Copy? 


selling points as you can in the space allotted to it, 
along with the price. If the price has been reduced 
print the former price also. . 

Among the most effective and efficient advertising 
of this selling type is that of Bunting’s, Kansas City, 
Mo. These ads are of uniform style so they can 
be identified on sight. The store signature is al- 
ways the same style of type and the borders are 
also the same plain rule so as not to detract any 
attention from the copy. The prices are brought 
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“DOO-KLIP” LAWN MOWER BUILT BY PENNSYLVANIA MOWER COMPANY 


xtra 5. 69 


Special ... 
“Doo-Klip” Mowers have 4 crucible 
steel cutting blades, 8-inch wheel, bronze 


bearings. R $7.50. 
la) Special for. $5.69 
YF 16-inch High Wheel, Ball $9, 48 
A) te ane. aed. 
16-inch jade, 
= = weet taagrmees | 50 
$ 2 sven for your old mower on purchase 
of any new mower except “Doo-Klip 








= ag mod - 2 o 
Garden Hose “2 in 1” Pyrex C <> 
x Cassero! 
ote: Et gia ' mr — ge 1%4-Quart Baking Dish, with 
ot ~s lectric Iron | cover that can use ? 
day for 250 6: 1. Nickel ple, cause ' role, Complete in 
-ft. Solid Rubber tnd 4 ae rame 


te Special. com 

with plete swith 

nozzle re $3.98 px 
ee AA 


Black Screen Wire | 
In any width cut to| 
your measure. pes Combination reversi- 
ft = : ble spout and soap 
wa....2:0) = dish. Nickel-plated. 
Pull Roll —— —— Reg. $6.00 value. 
Lots, CROQUET SET 
eet with 4 hare maple balls. 

“96; § 2.28. Spec. 

| se 
6- alt set. 





American 
Speed 
Scooter 

Special. 


$9 49' 


BURNS 

Bread Knife 
Made of quality steel, 
keen cutting edge. 
Reg. 60c. Special 


for Soecial oe 
49C | rac 


Sistatninatidinite PLAY YARD EQUIPMENT 
No. 217 Combination Gym. Consists of Bar, Swing and Teeter Board, for. .$10.00 
No. 213 Wooden Sand Yard. With canvas top. Very special t 
. 239 All Steel Sand Yard. With canvas top. Special for 
. 274 Child’s Lawo Swings. With canvas top. Special for 
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i. SPORTING 60005 i. 
Wp O-1a-1a WALNUT ST. = 
610 Minnesota Ave.======4624 Troost Ave. _! 


Black Screen Paint 
14-Pint can. 
Special ...... 
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out in bold face and larger sized 
type. But the thing most impor- 
tant is the descriptive matter in 
each item. 

Let us consider the single col- 
umn ad: The washer item quotes 
the price, and the fact that it is 
sold on easy terms—two facts 
that will be immediately noticed 
by the customer, who will be 
further intrigued by other details 
of importance packed into that 
small paragraph under the illus- 
tration. 

The garbage can, we are ad- 
vised, is made of extra heavy 
galvanized iron with corrugated 
sides and drop handles and tight 
fitting cover. 12 gallon size. The 
regular and special prices are 
shown. --\*" 

Take also, for instance, the 
cookie sheet; made of best alum- 
inum, bakes so evenly, size 12x 


15144; regular $1.35, special 
98c. 

We have a score of these ad- 
vertisements from the Bunting 
store and every one shows the 
same careful thought and pre- 
paration in giving the condensed 
and valuable information so nec- 
essary to hold the reader’s atten- 
tion. Coupled with seasonable- 
ness, the value of this feature 
cannot be overestimated. Note, 
also, that these items are of spe- 
cial interest to women and will 
do their part in bringing into 
the store this desirable class of 
customers. 

New items‘are always given 
attention in the Bunting ads, as 
are all well known items that 
have been improved. 

Hardware Age Advertising 
Service each week provides the 
mechanical layout and a good 
part of the copy arrangement. 





A study of the ads reproduced 
here, from the Bunting store, will 
help you get the best results from 
your own publicity. 

Try to bring out your idea 
of what a good value for the 
money each item is. Describe 
what a customer gets for a given 
price, and try to make it plain 
what quality standard is behind 
that price. People will soon be- 
gin to pay attention to your ad- 
vertising and remember it is 
yours when they see it. 

When you have done a good 
job of advertising see that your 
window displays and store dis- 
plays include the merchandise 
offered through your ads. This is 
where many a store falls down 
on its advertising. Space in the 
newspaper, space in the window 
and space in the store—they are 
the “Three Musketeers” of sell- 


ing. 


A “Black Eye” for the Store 


retail store should be charged up to window 

display space. Here are eight reasons, why 
this valuable space fails to sell goods. The analysis 
was made by five leading window trimmers: 

1. Glare—caused by improper placing of lights 
or by a background which reflects too many light 
rays. 

2. Goods displayed in the window are “buried” 
in the store. Salespeople are not informed when 
changes are made in window display, and make no 
effort to display or push the merchandise. In mer- 
chandising the right hand must know what the left 
hand is doing. 

3. Displays are confusing, crowded, and lacking 
in coordination. Like a party where all the guests 
talk at once and nobody listens to anything. 

4. Slovenly window trimming. Dirty windows, 
faded or torn trimming, mussy merchandise, 
crooked displays. “Nuf said. 

5. Dingy displays. Clean windows, maybe, but 
poor lighting, unattractive merchandise, or poor 
choice of color combinations. 


A proportion of the rental value of a 
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6. Displays not in harmony with the store’s in- 
terior arrangements. A “million-dollar” window, 
and a dark, poorly arranged interior, with a 
poor selection of will catch a 
customer once, but never again. Not the fault of 
the window, this time. Dress up the store to match 
and they’ll come back. 

7. Freaky, or too elaborate displays. 
that has the biggest crowd in front of the window 
doesn’t always need a traffic policeman to handle 
the crowd going through the door. 

8. Over-emphatic windows. Too-prominent price- 
cards, boastful screaming of values, Pointing with 
Pride. “Wonder what’s wrong with that stuff” say 
passers-by, and go on to the store where they'll pay 
a little higher price and be sure of the values. 

It might be a good idea to forget that you are 
the proprietor, some time, and go out and take a 
long unprejudiced look at your own windows. Find 
fault with everything you can. It may earn you 
many dollars in increased sales this year. 


merchandise, 


The store 


—Sylvania News. 
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Interior of Garza Hardware Co., Brownsville, Tex. Ygnacio Garza, Jr., manager, and in charge of buying, 
credits and the finances is on the left. At the right are Lionel Garza in charge of sales and the father 
Ygnacio Garza, Sr., owner of the business. A third son is on the stairs. When he grows up he plans 


to be a hardware man also. 


Merchandising Hardware 


Down on the Rio Grande 


ERCHANDISING in two 
M languages, the Garza 

Hardware Co., Browns- 
ville, Tex., enjoys trade from 
people living in two countries. 
Located four or five blocks from 
the Rio Grande River, the store 
obtains about 40 per cent of its 
entire patronage from Matamo- 
ras, Mexico, a town of 12,000. 
Brownsville has 25,000 people, 
and has both English and Span- 
ish papers. Garza ads appear 
Thursday night in the English 
daily and Friday morning in the 
Spanish weekly. Both ads are 
the same except for language, 
and the infrequent use of illus- 


4) 


Garza Hard- 
Co., Browns- 
ville, Tex., draws 
trade from two 
countries. Use mod- 
ern methods. 


How 
ware 


trations in the Spanish publica- 
tion. 

The store is owned and op- 
erated by Ygnacio Garza, Sr., 
with the help of his sons, Ygna- 
cio, Jr., and Lionel. Both sons 
are professional accountants. Un- 
til the father bought the store five 
years ago they had practically 
no hardware or retailing experi- 


ence. Their professional train- 
ing, however, gave them the very 
important habit of proving a 
point before taking action. It 
gave them, also, an instinctive 
orderliness in the keeping of both 
stock and records. 

Their early advertising was in- 
stitutional. It emphasized assort- 
ment of merchandise, fair prices, 
good values, convenient location, 
delivery and credit service and, 
above all, the desire to. serve 
local hardware needs. Somehow 
this didn’t register, so the broth- 
ers studied the advertising of 
other retailers, and began to fea- 
ture 6 or 7 specific items of gen- 
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eral appeal at fair prices. In 
five short weeks there was more 
reaction to their new advertising 
than had been given to more than 
a full year of institutional copy. 

In making the advertising 
change, the Garzas thought of 
their own reaction to advertising. 
They came to the intelligent con- 
clusion that service, fair prices, 
assortment of merchandise, etc., 
were mere generalities, and, at 
best, factors that consumers as- 
sume are available in any retail 
store that wishes to stay in busi- 
ness. 

The next step was lining up 
the window and interior displays 
with the advertising. When paint 
is advertised, it is also in the 
window and will get some prom- 
inence in the store. A signature 
cut of the store name was de- 
signed for use on all stationery, 
price cards, advertising and 
wrapping paper. As Y. Garza, 





Jr., puts it: “We were both 
FERRETERIA 


GARZA| |GARZA 


Calle 11 No. 639. Teléfono 473 639 


ESPECIAL PARA EL SPECIAL FOR FRIDAY AND 


VIERNES gal 
SABADO 


Tijeras de las mejores, marca 


“Keen Kutter” —— 
de 6 pulgadas especial $1.00 “Ix Ironing Table 


de Tpulgadas , 2... 1B ; $1.8 
deSpulgadss , ... . 1 


Mesa para Planchar Especial $1.69 
Cera para piso, marca “Johnson” 
botes de una libra especial 55 c. 


50 pies de manguera para jardin, 50 Ft. BLACK RUBBER GARDEN 
con vitoque de bronce especial HOSE WITH A BRASS NOZZLE 


ned | 


ee ra a 
GARZA 


Hardware 


639 ELEVENTH ST. PHONE 473 


PHONE 473 





KEEN KUTTER SCISSORS 











Johnson Wax 
One Pound Cans, Special 5 5c 
AGAIN 

















Pida su bote de pintura marca 
“FLEX” de 3 centavos 


GRATIS 


FERRETERIA 


GARZ 























Calle 11 Ne. 639 Teléfono 473 
TEX. 














A Garza advertisement featuring specific 
items as published in both English and 
Spanish newspapers. 
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young and new to the business 
and were never handicapped by 
the traditional ‘you can’t do this 
or that.” We didn’t know what a 
hardware store could and couid 
not do, so we experimented 
adapting from other businesses 


we knew any 











idea that 








seemed to 
have merit. 
We offer 
frequent 
specials and 
find a ma- 














jority of 




















special buy- 
ers also pur- 
chase an ad- 
ditional 
item or two. 
Our store, 

















When shipments 
come in a_ boy 
checks quantity 
and prices each 
item. He marks 
the invoice indi- 
cating this check- 
ing and passes it 














with its 18 

open-top display tables, makes it 
easy for people to buy. Insofar 
as possible we have related goods 
together. Often a special placed 
near a related item will sell both, 
but were it not for the special we 
might not have sold either. 


“We keep pretty accurate rec- 
ords of stock and have one or 
two record forms of our own. 
We exercise control on our stock 
but are not fanatical on the sub- 
ject. Goods that don’t sell go out 
at any price unless we are con- 
vinced that they are needed as 
service or as convenience items. 
Even at that they must have some 
turnover. 


“Most of our efforts are put 
on selling. We let the wholesaler 
carry the stock, find new mer- 
chandise and practically act as 
a buying department for us. We 
find that competition among job- 
bers keeps their price averages 
on a common level. Seldom do 
we fall for bait obviously in- 
tended to interest us to change 
our sources of supply. We have 
learned to stop shopping for 


on to Y. Garza, 

Jr., who enters 
the record on form “A” which 
is his stock book style. At the 
end of the year this record and 
inventory are compared to gov- 
ern amount of replacement 
order for completing stock. 
Goods that haven’t moved are 
closed out. Stocks are adjusted 
annually based on _ volume. 
Form “B” is the want list and 
special order blank. The Garzas 
and their two clerks each have 
their own parts of the stock to 
watch and are responsible for a 
daily report on special requests 
and depleted stocks. Orders 
are placed based on the stock 
record plus the seasonableness 
of the item required. The 
forms are both self explanatory. 


slight advantages in buying be- 
cause the same time and effort 
in selling will bring larger and 
more ready profits. Our records, 
our thoughts and our activities 
are centered on selling, and our 
business is growing very steadi- 
ly. We tie in with wholesaler’s 
special campaigns and take ad- 
vantage of every opportunity to 
make sales. 

“Our tables are arranged to 
divert traffic and encourage a 
fairly complete visit to our store. 
Goods that are chiefly of interest 

(Continued on page 63) 








Daily Reminder and 























to writing personal let- 

ters planned to stimu- 
late business or to create ad- 
ditional good will and pres- 
tige for your store. Many 
very successful hardware 
merchants make it a practice 
to write a personal letter to 
purchasers of a substantial 
amount of merchandise. The 
reaction to such a policy has 
been favorable for the deal- 
ers. Everyone likes to be told 
that their patronage is ap- 
preciated and a “thank you” 
letter from the _ proprietor 
himself is doubly effective. 


~ DEVOTE the entire day 


in making plans for 

a cooking school to 
be held early in October will 
be well spent. Many hard- 
ware merchants are develop- 
ing numerous live prospects 
for ranges and other 
kitchen equipment through 
similar events. Often the 
cooking school is a coopera- 
tive venture in conjunction 
with the local newspaper, 
thus assuring abundant pub- 
licity for the event. Any 
comparable method for win- 
ning the favor and patronage 
of feminine prospects. will 
also prove advantageous. 


16 TIME devoted today 


THE day for chang- 
24 ing your window dis- 

plays has again ar- 
rived. Suggestions for trims 
featuring electrical merchan- 
dise and _  housefurnishings 
will appear in this week’s 
issue of HARDWARE AGE. 
Colors especially suitable for 
window backgrounds at this 
season of the year are: red, 
yellow, green, orange and 
brown. Appropriate deco- 
rative effects to be used in 
conjunction with fall win- 
dows are autumn leaves, 
ecornstalks and fruits. 


THE month ahead pro- 

vides a splendid oppor- 

tunity to get things mov- 
ing in brisk fashion, befitting 
the fall season. Plan today 
to start the autumn season 
with a fall sale. Prepare at- 
tractive promotional matter 
for the event. Concentrate 
effort on popular seasonal 
items. Illustrate and de- 
scribe every article, using 
several “specials” as leaders. 


INSPECT your = store 

with a critical eye to- 

day. Correct those 
faults with are apparent. A 
combination of many small 
faults may easily constitute 
the one big reason why your 
store is not progressing as 
rapidly as it should. The 
good manager never neglects 
the small details. Shift, 
change and rearrange inte- 
rior displays so that they 
compel attention and are 
tempting to the eyes of store 
visitors. 


WINDOW trimming 
17 day is here again. 

Several examples of 
paint window displays will 
be reproduced in this weeks 
issue of HARDWARE AGE. Let 
them furnish the idea for 
your trim. Many home own- 
ers will wish to repaint their 
homes before cold weather 
sets in. Take advantage of 
this tendency. As people 
will spend more time indoors 
during the next several 
months interior paints and 
quick drying furniture fin- 
ishes should be pushed at 
this time. 


MAKE preparations 
25 today to enable your 

store to handle to- 
morrow’s business more effi- 
ciently. Arrange interior 
displays in the most invit- 
ing manner possible. Clean 
and polish all display fix- 
tures. Straighten up the un- 
sightly spots. Replace miss- 
ing price tags. See that all 
merchandise is properly 
sampled. Wash outside show 
windows and make certain 
that all items featured in 
window displays bear a price 
card, 


collections today. If 

accounts outstanding 
are excessive or are proving 
burdensome, spend today. in 
personally making collec- 
tions. Assign the duty to a 
competent employee, if for 
any reason you are unable to 
do it yourself. However. your 
efforts as proprietor’ will 
wield a big influence in in- 
ducing most persons to pay 
their bills. Take care to 
thank those customers who 
remit by mail. 


2 CHECK up on August 


THE day has again 
10 arrived for your 

weekly change of 
window displays. Ideas for 
toy and sporting goods trims 
and other appropriate dis- 
plays will be found illus- 
trated and described in this 
week’s issue of HARDWARE 
AGE. Today ‘also presents 
the opportunity to save the 
cash discount of 2 per cent 
on bills due your sources of 
supply. The savings amount 
to a tidy sum over a twelve 
month’s period. 


THE time is oppor- 
18 tune to stress school 

supplies and  mer- 
chandise _ related to the 
opening of the school term. 
Bicycles, lunch kits, alarm 
clocks, roller skates and sim- 
ilar items should be promi- 
nently displayed. Perhaps, 
an open-top table devoted to 
the type of school supplies, 
which need frequent replace- 
ment would prove profitable 
as it has in several hard- 
ware stores favorably  situ- 
ated to handle merchandise 
of this type. 


PERSONALLY greet 
26 as many of your reg- 

ular customers as is 
possible with a big smile and 
a friendly salutation, The ma- 
jority of your patrons will 
react favorably to some- 
what more than the usual 
courtesy, especially from the 
proprietor himself. It is a 
good policy to commend em- 
ployees upon a_ well-per- 
formed task. Most _sales- 
men thrive upon encourage- 
ment and spoken appreciation 
will often lead them _ to 
double their effort. 


MAKE this the “change 
3 windows” day. Time 

can best be spared for 
this task today and “trims” 
will be bright and at their 
best for the week-end busi- 
ness rush. Adhere regular- 
ly to this Thursday window 
changing schedule, which 
will assure a weekly change 
of wtndow displays and in 
turn produce real returns. 
Unattractive window  dis- 
plays are indication of fail- 
ure to utilize sales building 
facility. 


items or lines have 

you recently added to 
your stock? Give this mat- 
ter consideration today. 
Many articles are constantly 
being out-moded and become 
obsolete. These should be 
carefully watched and the 
stock held to a minimum 
when the demand starts to 
taper off. New merchandise 
of merit, which is finding 
wide public acceptance, must 
be constantly purchased. 


11 HOW many new 


THIS would be a 
19 good day to use a 

popular seasonal 
item, such as a galvanized 
coal hod as a window lead- 
er. The price should be_low 
enough to be attractive. 
Place your stock of the win- 
dow special well toward the 
rear of the store so that 
the bargain seekers will have 
the opportunity to observe the 
major portion of your stock 
displayed in a_ tempting 
manner when the “special” 
is being purchased. 


- 
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rior and window dis- 

plays featuring fall 
goods in a prominent and at- 
tractive manner? Timely 
merchandise to push this 
month includes hunting sup- 
plies, sporting goods. house 
cleaning supplies, electric 
and radio equipment, heat- 
ing stoves and stove sup- 
plies, household tools and 
farm hardware. You will be 
surprised at the number of 
advance orders for heating 
stoves and other fall items 
that can be obtained. 


4 ARE your current inte- 


YOUR most impor- 
12 tant duty today 
3 should be the exact- 
ing supervision over the sales 
force in all transactions. 
Some sales staffs have the 
reputation of becoming dis- 
courteous to customers un- 
der the press of Saturday 
shoppers. See that this does 
not occur and make certain 
that every patron receives 
prompt and intelligent at- 
tention. How does the ser- 


vice you are prepared to of- 
fer compare with that ex- 
tended. 








holiday merchandise, 
: especially toys and 
lines related principally to 
the Christmas season, should 
not be postponed any longer. 
Toys, gift goods and simi- 
lar lines have enabled 
some hardware merchants to 


2 CONSIDERATION of 


make December their best 
month of the year. Early 
displays of holiday mer- 


chandise often result in sell- 
ing a substantial portion of 
the stock before the active 
season begins. Goods should 
be on hand to feature in dis- 
plays starting Nov. 


YOUR sales. probably 
5 show that this is the 

busiest day of the week. 
However, do you definitely 
know at what period of the 
day the greatest number of 
customers enter your estab- 
lishment? Some hardware 
stores found that the period 
from 11 a. m. to 1 p. m. was 
the busiest of the day and 
that fewer clerks were on 
hand to serve patrons due 
to their lunch hours, which 
were rearranged to good ad- 
vantage. 





START the week by 
21 instituting your cam- 
| paign for the fall 
sporting goods business. 
Personally solicit schools in 
your territory for the priv- 
ilege of outfitting their foot- 
ball and basketball. teams, 
and providing gym and 
athletic equipment. The 
clay target and ammunition 
business of gun clubs should 
also be solicited and don’t 
forget to make a try for the 
janitor’s supply business of 
local schools. Hunters will 
be interested in new equip- 
ment. 


PREPARE your 
29 statements today so 
that they will be 


ready to be mailed and de- 
livered the first delivery of 
mail on Thursday morning. 
Make your plans for October 
selling events and advertis- 
ing campaigns. If you are 
not at present operating under 
a budget or business control 
system this matter deserves 
to receive some __ serious 
thought. Expenses in many 
stores are out of proportion 
to their sales volume. 





REALIZING that 
price is a big factor 


14 witn the consumer of 


today, plan some advertising 


that will emphasize how 
much lower present prices 
are on many hardware 


products than those of re- 
cent years. Some astound- 
ing contrasts can be made to 
convince prospects of the ex- 
cellent values now obtain- 
able. One thriving hard- 
ware store has attributed its 
ability to hold its own, un- 
der adverse business condi- 
tions, to this comparative 
pricing method. 


22 


wives. 


FALL housecleaning 
is receiving the atten- 
tion of most house- 
Are your displays of 
cleaning items so arranged 
that related articles are 
shown in the same location 
where the purchase of one 
item suggests the need of 
another article? Carpet 
beaters, floor mops and vac- 
uum cleaners may well be 
featured with particular em- 
phasis. Housecleaning sup- 
plies should be on hand in 
ample quantities, prominent- 
ly displayed and plainly 
marked. 


MAKE a_ thorough 
check of stock today. 
Remember that it is 
poor business to _ permit 
stocks to become depleted. 
Send in replenishment orders 
and buy in ample quantities 
to serve your needs over a 
reasonable period of time. 
Instruct salesmen to report 
every instance when custom- 
ers call for items not in 
stock, “Sold out” discourages 
customers. 


30 


LABOR DAY. Has 
7 your mailing list of 
prospects for fall items 


been circularized this 
month? Find out what the 
most effective advertising 


medium is for reaching the 
prospects on your list and 
use it intelligently. Every 
hardware merchant will find 
it advantageous to focus the 
attention of a _ selected list 
of prospects upon his store 
with some form of mailed 
advertising matter issued at 
least every month. Make 
certain that you are using a 
productive plan. 


MANY of your cus- 
15 tomers who receive 
bi - monthly pay 
checks are being paid today. 
As this will place more 
money into local circulation, 
it is up to you to get your 
share. Special sales can be 
arranged to capitalize upon 
this opportune time. Dis- 
plays can be freshened up 
and demonstrations of some 
of the major fall items can 
be arranged and conducted 
with excellent results. It’s 
time to go after the heating 
stove business in earnest. 


PREPARE your ad- 
23 vertising copy to ap- 

pear in Friday 
night’s paper. Tools and 
hardware required for farm 
and home repairs can be in- 
cluded in the ad, which will 
be doubly effective because 
it will be timely. Such re- 
pairs must be made before 
the advent of cold weather 
and a little effort will do 
much to stimulate the nor- 
mally good demand which 
usually 


prevails. 
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2s to help make every day profitable 


















Uniformed atten- 
dants at these road- 
side _ information 
stands courteously 
assist motorists in 
Morristown by giv- 
ing information 
about roads, parking 
space, shopping, etc. 
Much valuable and 
favorable publicity 
is gained. The mer- 
chants and Cham- 
ber of Commerce 
are cooperating in 
the plau. 


Morristown, N. J... Merehants are 


Building Friendly Town 


Following Free Parking Plan, New 


Roadside 


Information 


Bureau 


Now Serves Tourists and Visitors 


OTORING tourists and 
shoppers, visiting Mor- 
town, N. J., these days, 

are being favorably impressed 
with the unusual service placed 
at their disposal by the Retail 
Merchants’ Division of the local 
Chamber of Commerce. Realiz- 
ing the growing importance of 
making it easier and more pleas- 
ant for motorists to shop in the 
city of some 13,000 persons, 


44 


nearly 40 local retail merchants, 
through concerted action, insti- 
tuted a very successful free park- 
ing plan. This was fully de- 
scribed and its method of opera- 
tion explained in the May 14 is- 
sue of HarpwareE AGE. From the 
extensive use and outspoken ap- 
proval the free parking plan re- 
ceived, it was apparent that a 
further extension of service to 
the motoring public would prove 


advantageous. As a result, a 
novel plan for providing shop- 
pers and tourists with pertinent 
information was recently placed 
in operation. 

Two young men were engaged 
for the months of June, July, Au- 
gust and September and provid- 
ed with neat and attractive uni- 
forms. The words “Shoppers and 
Tourists Information” appears 
on their caps, while “Morristown 


HARDWARE AGE 














Chamber of Commerce” is let- 
tered upon the breast of the uni- 
form jackets. The two young 
men have been schooled in the 
historical points of interest in 
Morristown, the proper manner 
to provide directions to shoppers 
and tourists regarding stores, ho- 
tels, restaurants, various tire and 
automobile agencies, and, in fact, 
to authoritatively answer any 
questions they might be asked 
about Morristown and vicinity. 
The two young men were as- 
signed to the two principal busi- 
ness sections of the city and upon 
streets bearing the heaviest mo- 
tor traffic. 


Courtesy Tickets 


With the permission of the 
Police Department, “Courtesy 
Tickets” and folders explaining 
the free parking plan are placed 
in all out-of-town cars. Persons 
seated in parked cars are asked 
if they would like to have infor- 
mation of the Free Parking Plan 
and if they are interested the 
plan is explained. If motorists 
are observed driving along the 
streets, searching for a place to 
park, they are hailed by the Mor- 
ristown guides and asked if they 
would like to be shown to the 
nearest parking place. If it is 
desired, either of the young men 
will perform this service. In 
such instances, the motorist has 
the choice of selecting any one of 
the seven parking places, where 
they may leave their car all day 
for a quarter, or if they intend to 
visit any one of the thirty-eight 
stores participating in the Free 
Parking Plan, the parking facil- 
ity is provided gratis. In the lat- 
ter case, their parking check is 
stamped by the store visited. The 
approved check cancels the usual 
charge at the parking place. Pa- 
trons are not required to buy any 
stipulated amount of merchan- 
dise to avail themselves of the 
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privilege of free parking space. 

At the start, the free parking 
plan was for daytime patrons, 
but it has lately been found ad- 
visable to extend the privileges 
to Saturday night shoppers. This 
necessitates securing another 
ticket from the garage or parking 
lot, if the car is parked after 6 
p. m., and the same system for 
























business people of Morristown to 
extend every courtesy to visitors 
and guests of our community, 
and it is felt that we are thus set- 
ting an example in courtesy and 
service that many other commu- 
nities may well follow.” To il- 
lustrate the need filled by in au- 
gurating the information service, 
Mr. MacEwan reported that on 












Visitors to Morristown receive every courtesy from the uniformed representatives 
of the Chamber of Commerce 


approving parking checks is 
used. Since the plan had its in- 
ception, just a few months ago, 
up until the present time the use 
of free parking facilities has in- 
creased about 1200 per cent, ac- 
cording to E. J. MacEwan, sec- 
retary of the Morristown Cham- 
ber of Commerce. “But, best of 
all,” said Mr. MacEwan, “the 
splendid word of mouth public- 
ity that our town is getting is 
worth untold thousands.” 
Gerald C. Greenberger, chair- 
man of the Retail Merchants Di- 
vision of the Chamber of Com- 
merce, in commenting upon the 
services provided for the con- 
venience of motoring visitors, 
said: “It is the desire of the 








Saturday, July 25, 130 cars 
stopped at the umbrella informa- 
tior booth, shown in an accom- 
panying illustration, while 167 
cars were served with helpful in- 
formation by the boy on the 
street. . 


Aluminum Covered Shingles 
Are Being Manufactured 


Aluminum covered shingles have 
been developed by the United States 
Aluminum Co., a subsidiary of the 
Aluminum Company of America, and 
are now in the process of manufacture. 
The shingles, which have a base of 
fabricated Celotex and are covered 
with aluminum, have many advan- 
tages, according to the company, and 
a wide market in the building field is 
anticipated for this product. 
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Ocpen, UTAH: Who makes the An 
A Kin burglar proof door lock?— 
Klenke Hardware Co. 

ANSWER: Lake Erie Chemical 
Co., 5806 Hough Avenue, Cleveland, 
Ohio. 


* * * 


Sturcis, Micu.: Furnish address 
of the concern manufacturing Kel- 
vinator electric refrigerators.—Clas- 
sur Hardware. 

ANSWER: Kelvinator Corp., 14,- 
250 Plymouth Avenue, Detroit, Mich. 


* * * 


New Orveans, La.: Who makes 
or imports the Bello razor blade 
sharpener?—R. D. Pitard Hardware 
Co., Inc. 

ANSWER: Bello Corp., Gardner, 
Mass. 

* * * 

BALDWINSVILLE, N. Y.: Who 
makes the Acme lawn mower?— 
Cole-Leggett Hardware Co. 

ANSWER: American Die & Tool 
Co., Reading, Pa. 


* * * 


LaKE Orton, Micu.: Where can 
repairs for Deutche Werke-Werker- 
furt revolvers be obtained ?—Meade 
Hardware. 

ANSWER: J. L. Galef, 75 Cham- 
bers St., New York City. 


* * * 


SHICKSHINNY, Pa.: Who makes 
wire display baskets?—-J. D. Wood- 
worth’s Sons. 

ANSWER: The complete list of 
manufacturers of products of this 
type, as it appears in the Hardware 
Age Catalog for Hardware Buyers, 
was provided. 


* * * 


Putaski, TENN.: Who makes the 
Burke pump?—Abernathy & Yar- 
brough. 

ANSWER: Decatur Pump Co., 


Decatur, II]. 
” * + 


VILLAHAVEN, Me.: Who makes 
Strater’s spring lubricant, penetrat- 
ing oil?—The Fifield Co. 

ANSWER: Edward J. Strater, 
2060 Euclid Avenue, Cleveland, 
Ohio. 
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Information regarding 
sources of supply as pro- 
vided readers of Hardware 
Age by its Buyer’s Catalog 
Department is here pre- 
sented as an aid to others 
in the trade who may be 
seeking the same articles. 
The inquiries reproduced 
have been selected because 
of their general interest to 
hardware merchants and 
buyers. 











CORRECTION 


In the “Who Makes It?” sec- 
tion in the issue of July 30 in 
response to a query submitted 
by William L. Mast, Arthur, IIl., 
a misleading reply was uninten- 
tionally given. Several manu- 
facturers were listed as makers 
of “all copper” carpenter’s 
framing squares, whereas the 
manufacturers mentioned, pro- 
duce copper plated steel squares, 
which look like copper and are 
deemed much more serviceable. 















Paris, France: We have an en- 
quiry for 100 spring locks for ice 
chests, as per enclosed rough sketch. 
The model is N. P. Brass and is 
marked on the inside plate GRB-Pat. 
1658921 and the staple bears the 
stamped number 4076. Who is the 
actual manufacturer of the article? — 
Roux & Cie. 

ANSWER: Grand Rapids Brass 
Co., Grand Rapids, Mich. 

* * * 

LiconteR, Pa.: Who makes ven- 
tilating panels for doors? They are 
called Venti Louvers.—Weller’s 
Hardware. 

ANSWER: Van Zile Ventilating 
Corp., 280 Madison Avenue, New 
York, N. Y. 

* * * 

Detroit, Micu.: Who makes Blue 
Ribbon fuse plugs?—Palmer Furni- 
ture & Hardware Co. 

ANSWER: Royal Electric Co., 
Chelsea, Mass. 

* * * 

Prospect, Onto: Who makes 
Dayton pitless wagon scales? Also, 
who can supply parts for Viking 
cream separators?—Kimmel & Strat- 
ton. 

ANSWER: (1) Dayton Standard 
Scale Co., Dayton, Ohio. (2) United 
Engine Co., Lansing, Mich. 

* * * 

Jamessurc, N. J.: Who makes a 
rolled steel blind set of the type 
shown by -~he drawing below?— 
Jamesburg Hardware Co. 

ANSWER: This product is made 
by the Stanley Works, New Britain, 
Conn., and is known as No. 164744. 

* * * 

Ozona, Tex.: Who makes Cali- 
fornia miner’s style, one piece, tin 
cups? Also, who makes a one piece 
tin cup, having a wire handle and 
which is frequently used as an ad- 
vertising novelty? In addition, ad- 
vise where Bye-Lo baby dolls can be 
obtained.—Ozona Hardware Co. 

ANSWER: (1) National Enamel- 
ing & Stamping Co., Inc., Milwaukee, 
Wis. (2) Brooklyn Tinware Mfg. 
Co., 50 Morgan Avenue, Brooklyn, 
N. Y. (3) Geo. Borgfeldt & Co., 46 
East Twenty-third Street, New York 
City. 
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Iowa City, Iowa.: Where can re- 
paits for a Mangrum stove made by 
the Holbrook Co. be obtained?— 
Lenock & Cilex. 


ANSWER: Mangrum - Holbrook 
Co., 1235 Mission St., San Francisco, 
Cal. 


ToLepo, Onto: Provide address 
of the Standard Tool Co., makers of 


reamers.—Henry J. Surtman. 


ANSWER: Standard Tool Co., 
6900 Central Ave., Cleveland, Ohio. 


Electricity Production Down 


2 P. C. Week Ended Aug. 1 


The production of electricity by the 
electric light and power industry of the 
United States for the week ended 
Saturday, Aug. 1, was 1,644,089,000 kw. 
hr., according to the National Electric 
Light Association. This is 2.0 per 
cent below the corresponding period of 
last year. 

The Atlantic seaboard shows an in- 
crease of 1.6 per cent in electrical out- 
put above last year. The central in- 
dustrial region, outlined by Buffalo, 
Pittsburgh, Cincinnati, St. Leuis and 
Milwaukee, registers, as a whole, a de- 
crease of 4.4 per cent. The Chicago 
district shows a decrease of only 0.9 
per cent. The Pacific Coast shows a 
gain of 0.6 over last year. 





Will Study Housing 
and Home Ownership 


Numerous reports dealing with va- 
rious angles of home building and 
ownership will be presented to the 
President’s conference on home build- 
ing and home ownership which is to 
be held in Washington next November, 
by committees which will have spent 
approximately a year in the study of 
construction and financing problems 
which face the average person, it was 
announced Aug. 5 by Secretary of 
Commerce Lamont, joint chairman of 
the conference with Secretary of the 
Interior Wilbur. 

The conference was ordered by 
President Hoover last August, since 
which time the joint chairmen have 
appointed a number of committees 
whose study of their particular sub- 
jects, it is understood, is to include a 
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Mineo1a, L. I., N. Y.: Who makes 
Waterman stoves for restaurant use? 
—Jack’s Hardware Co. 

ANSWER: H. Waterman & Bros., 
811 E. 9th St., New York, N. Y. 

* * x 

McRae, ArK.: Where can repairs 

be secured for the Gardner No. 2 pea 


thresher ?—McCaleb Hardware Co. 


ANSWER: Chattanooga Imple- 
ment & Mfg. Co., Chattanooga, Tenn. 


Westaco, Tex.: Who makes the 
Anticor corn  razor?—Borderland 
Hardware & Furniture Co. 





survey of the effects of the depression. 

The problems of home financing, 
with special reference to the problems 
of second mortgages and foreclosures, 
is being studied by a committee of 
which Frederick H. Ecker of New York 
is chairman, while a committee headed 
by Ernest A. Trigg of Philadelphia is 
studying home ownership and leasing 
and a third committee, under Prof. 
T. S. Adams of Yale University, is 
studying taxation problems in relation 
to housing. 

The acute problems involved in 
blighted areas and city slums are be- 


ANSWER: Edward Weck & Son, 
206 Broadway, New York, N. Y. 


* * * 


Bayonne, N. J.—Who makes the 
Direct Action gas range ?—B. Rudolf. 

ANSWER — American Stove Co., 
827 Chouteay Ave., St. Louis, Mo. 


* * 2 





Sioux Crry, [A.—Who makes the 
old style negro hitching posts made of 
cast iron?—Pike Hardware Co., Inc. 


ANSWER — J. W. Fiske Iron 
Works, 78 Park Place, New York, 
Ne; 


ing studied by a committee under the 
direction of Abram Garfield of Cleve- 
land, while Frederick M. Feiker, direc- 
tor of the Bureau of Foreign and 
Domestic Commerce, is chairman of a 
committee on reconditioning, remodel- 
ing and modernization of the individual 
house. 

A number of other committees will 
deal with questions of city planning 
and zoning, subdivision layout, land- 
scaping, house construction and design, 
fundamental equipment, standards for 
kitchens and laundries, household man- 
agement, etc. 





Strength of Animal Glue Shown in 


Glass Manufacture 


VERYONE has seen the non- 

transparent glass used in office 
partitions and doors. Its principal 
purpose is to permit diffusion of 
light, while providing adequate pri- 
vacy in an office. 

This glass is known as “chipped 
glass.” Its surface looks as if Jack 
Frost had painted it. In its original 
form, however, the glass was as 
smooth and clear as a normal win- 
dow pane. 

Transparent glass is thoroughly 
cleaned and made grease free, even 
the oil from the glass cutters being 
carefully erased. On this level glass 
surface, a solution of animal glue is 
poured and allowed to dry. The 
glue does the rest! 

Looking at a pane of glass with 
the naked eye, we see only a per- 
fectly smooth surface that has no 


opening. The glue, however, sinks 
into tiny depressions, like pores, in 
the glass. As the glue dries, it 
shrinks, and then something interest- 
ing occurs. The glue tends to cover 
less space at it dries. Its adhesion 
to the glass is so much greater than 
the strength of the glass itself, that 
it pulls away chips of the glass as it 
shrinks. 

These glue covered chips come 
away in outlines similar to the de- 
signs of frost, and leave their coun- 
terpart on the pane of glass. Be- 
cause of the resulting great irregu- 
larity of the surface of the glass, it 
diffuses the light but is not trans- 
parent. 

Frequently, the glass is sand- 
blasted, in order to afford a greater 
surface for the glue to adhere to, but 
this is not essential to the process. 
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PETRIE IS SALES MGR., 
LEONARD REFRIGERATOR 


R. I. Petrie has been appointed 
as sales manager of the Leonard 
Refrigerator Co., Detroit, Mich., 
succeeding A. H. Jaeger, who re- 
cently resigned. Ve has been 
connected for the past seven 
years with the sales and finan- 
cial departments of Kelvinator 
Sales Corp. During the last 
twelve months he has been Kel- 
vinator regional sales manager 
in charge of distributor-dealer 
operations in the eastern half of 
the United States. He had been 
new business manager of the Re- 
frigeration Discount Corp. for 
two years, and branch manager 
for Kelvinator in Cleveland, 


Ohio, and Washington, D. C. 


PAINT LABELING’ BILL 
IS PENDING IN GEORGIA 


An amendment to the Georgia 
“pure paint and oils” law, which 
would require all paints to be 
labeled with the weight or vol- 
ume of all the ingredients of 
which they are composed, is 
pending in the Georgia legisla- 
ture. The committee to which it 
was referred has passed the bill 
to the house for action. Some re- 
quirements of the bill are that 
the terms of this act, approved 
Aug. 17, 1920, shall clearly and 
distinctly state the name and 
residence of the manufacturer 
of the paint or the distributor or 
the party for whom the paint 
was manufactured. The label in 
addition to the above mentioned 
information is to state the quan- 
tity in the package. 

According to the provision, 
which does not apply to stocks 
on hand at the time of the pas- 
sage of the act, the sale, posses- 
sion or receiving of paints, of 
any kind not labeled in accord- 
ance with the provisions of the 
act shall be deemed guilty of a 
misdemeanor. 


EASTERN NAIL CO. NOW 
EASTERN NAIL & SUPPLY 


Eastern Nail & Supply Co., 
Inc., is the new name of the 
former Eastern Nail Co., 176 
Union Avenue, Providence, R. I. 
The change was made because 
the company distributes shin- | 
gles, roofing, stucco, wire fabric, | 





metal lath and insulation board, 
in addition to wire and Tremont 
cut nails. 


JONES, VICE-PRESIDENT, 
HANOVER WIRE CLOTH 


Frank W. Jones, for many 
years a sales executive of East- 
ern Steel Co., Pottsville, Pa., 
recently became associated with 


FRANK W. JONES 


the Hanover Wire Cloth Co., 
Hanover, Pa., and on July 31 was 
elected vice-president, general 
manager and a director of that 
company. He started his business 
career in 1901 with H. W. Mid- 
dleton Co., then a leading heavy 
hardware, iron and steel jobber. 
Three years later he entered the 
sales department of Carnegie 
Steel Co., working out of the 
Philadelphia office. In 1909, Mr. 
Jones joined the sales depart- 
ment of the Eastern Steel Co., 
later becoming manager of sales 
for the Philadelphia district, the 
South and the Pacific Coast ter- 
ritories, in which position his ex- 
periences and trade contacts ex- 
tended from coast to coast. He 
was also general sales manager 
for Warwick Furnaces, Potts- 
town, Pa., operated under lease 
by the Eastern Steel Co. until 
1926. Mr. Jones was one of the 
organizers of the Steel Club of 
Philadelphia and served it as 
secretary-treasurer, vice-president 
and president. He is also a mem- 
ber of the Union League Club 
and Manufacturers’ Club, also of 
Philadelphia, does not play golf, 
but is an ardent baseball and 
football enthusiast. 





CHICAGO PAINT GOLFERS 
HOLD A TOURNAMENT 


Members of the Chicago Paint, 
Oil and Varnish Golf Club, Chi- 
cago, Ill., held a tournament July 
21 at the Midlothian 
Club. Low gross score prize was 
awarded to T. L. Stirling, Her- 
cules Powder Co., who received 


Country 


an electric clock from the club. 
Fiank Z. Woods, who had the 
low net score, received a table 
lamp, donated by the Wilson & 
Bennett Mfg. Co. 
awarded prizes in various classes. 
C. H. Praeger, Bradshaw-Praeger 


Co., and W. W. Jehoe, Deep Rock 
Oil Corp., won firsts, the prizes 
being an end table and an auto 


Others were 


radio. W. W. Sims, U. S. Color+ 


Card Co., and E. A. Troxell, Pub- 
licker Commercial Alcohol Co., 
seconds, won prizes of an elec- 
tric clock and a dozen golf balls. 

Flight winners were Fred Jen- 
sen, Carl Schinke, T. L. Stirling, 
Frank Z. Woods, E. F. Heizer, 
R. L. Hollan, H. G. Sampson, 
C. H. Praeger, E. A. Troxell, 
A. W. Willisch and C. H. Smiley. 


WINCHESTER REELS LINE 
IS PURCHASED BY 
HORROCKS, IBBOTSON 


In planning for the develop- 
of Winchester fishing 
tackle for the new season of 
1931-32, Winchester Repeating 
Arms Co., New Haven, Conn., 


ment 


has decided to concentrate its 
experience and facilities upon the 
expansion and refinement of its 
lines of split bamboo, solid steel 
and The 
company reports a steady sales 


tubular steel rods. 


growth of these lines and looks 
for further development of this 
business. 

It has been decided to discon- 
tinue the manufacture of reels. 
In accordance with this decision, 
the Winchester reel lines, to- 
gether with components and spe- 
cial reel machinery, have been 
sold to Horrocks, Ibbotson Co., 
Utica, N. Y., well known manu- 
facturers of fishing tackle. 
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WADE-THOMPSON, AGENT 
NEW CLAWSON MACHINE 


Inquiries in Texas and border- 
ing States on the new Snow Ball 
Cabinet Ice Shaver No. 1 should 
be directed to Wade-Thompson 
Co.,*Wichita Falls, Tex. On all 
other style machines made by 
Clawson Machine Co., Flagtown, 
N. J., inquiries should be made 
of the dealer’s regular wholesale 
distributor. A news item pub- 
lished in the July 23 issue of 
Harpware AGE on page 37 read 
as though all ice shaving ma- 
chines made by the Clawson Ma- 
chine Co. were distributed in 
Texas and bordering States by 
the Wade-Thompson company. 


J. H. SANDERSON DIES 


._ John H. Sanderson, for many 
years a Greenfield, Mass., banker 
and manufacturer, died in that 
city Aug. 5. He was born in 
Bernardston, Mass., in 1841, and 
in 1873 he became president of 
the Warner Mfg. Co. of Green- 
field, hardware, and retained con- 
trol until 1925, when it was sold 
to a Gardner, Mass., company. 


PROPOSED REVISION 
ON HACK SAW FRAMES 


(From our Washington Bureau) 

The Federal Specifications 
Board has sent to representative 
manufacturers copies of a pro- 
posed revision (No. 479) of 
specifications for hacksaw frames. 
The proposed revision is being 
submitted for comment and 
criticism of manufacturers before 
final approval of the specifica- 
tion. 


LEVI FARR, N. Y. DEALER 
DIES IN CANASTOTA 


Levi Farr, veteran hardware 
merchant of Central New York, 
died at his home in Canastota cn 
July 24, following a period af 
gradually declining health. 

Mr. Farr, and his brother, Ed- 
ward, founded the retail hard- 
ware business known as Farr 
Brothers, in 1860. Both were 
active in the store until April of 
this year when the brothers re- 
tired at the same time, selling 
their respective interests to Clar- 
ence Farr, son of the deceased. 











A Letter to Hardware Clerks 


Here is a little rule that I my- 
self have often followed in my 
own life. Early in life I was 
brought into close contact with a 
very able man. He was also a 
good man. He was noted for 
his excellent judgment, and also 
for the principles he followed in 
life. After being thrown with 
this particular man for a num- 
ber of years (he was much older 
than I) whenever a problem 
would come up for me to solve, 
I would say to myself: “Now 
what would Mr. X do if he were 
in my place?” Often, when I 
would put the problem to myself 
in this way, the answer was ab- 
solutely clear. I worked with 
Mr. X for many years. I learned 
many of his ideas, and in time I 


(Continued from page 31) 


learned pretty well just what he 
would do under almost any con- 
ditions. Of course sometimes I 
found it very difficult to lead my- 
self to be guided by the judg- 
ment and the principles of this 
good man who has been dead 
many years. He was guided in 
his life, more than any man I 
have ever known, by principle. 
With him, a thing was either 
right or wrong. There was no 
compromise with his conscience. 
He felt, for instance, that unless 
a business deal was fair to both 
parties, it was a poor deal and 
in the end would turn out wrong. 
He always lived up to that prin- 
ciple. 

As the years have passed and 
as I have studied various busi- 





ness deals and the results, it has 
been impressed upon me how 
true that principle was. Take 
for instance the Treaty of Ver- 
sailles. That treaty does not 
seem to have been entirely fair. 
It was not just to all concerned. 
Now, as time has passed, we are 
seeing clearly that a one-sided 
treaty is never a good treaty, in 
fact always a bad treaty in the 
long run. 

In conclusion, just a word to 
my young friends. Find out, if 
possible, what you are best fitted 
for. Then concentrate on this 
thing and make yourself a mas- 
ter of the job. Most young fel- 
lows fail because they are Jacks 
of all trades, and masters of 
none. 


New Catalogs and Dealers’ Helps 


American Chain Issues 
Book on Sling Chains 


A book which gives complete information 
on all standard types of sling chains has 
just been announced by American Chain 
Co., Inc., Bridgeport, Conn. In addition 
to specification tables, which are printed 
in large readable type, it gives definitions, 
cautions and instructions governing the 
purchase and use of chain. On the back 
cover, for handy reference, is printed a 
chart which shows the safe working loads 
of iron sling chains when used at various 
angles. 

A copy of the Standard Sling Chain 
Specifications Book may be obtained from 
American Chain Co., Inc. 





Grasselli Issues Booklet 
On Flat Paint Formulation 


A booklet, “Formulation of Flat Paints,” 
has just been issued by the pigment divi- 
sion of the Grasselli Chemical Co., 256 
Vanderpool Street, Newark, N. J. The 
reason for the preparation of the booklet 
is pointed out in the statement that “the 
demands of the paint trade for flat paints 
are as varied as they are extensive.” 

Subject matter includes brief discussions 
of liquid content, solvents and thinners, 
pigment content, extenders, consistency, 
brushing, leveling, drying and set-up, color, 
sheen, hardness, settling, cost, and thick- 
ening agents. The booklet also has an in- 
teresting table, which shows the effect of 
extenders in flat paints. 
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Iver Johnson Shotguns 
Shown in Folder 


Iver Johnson’s Arms & Cycle Works, 
Fitchburg, Mass., has issued a folder de- 
scribing the entire line of single and double 
barrel shotguns made by the company. 
Members of the line are illustrated in 
actual colors. Specifications and list prices 
on the line are included in the booklet. 





Morse Twist Drill 
Issues ‘““Tap Manual” 


A “Tap Manual” has been issued by the 
Morse Twist Drill & Machine Co., New 
Bedford, Mass., in which is given a great 
amount of practical and useful informa- 
tion relative to the construction and meth- 
ods of employment of various styles of 
taps. In addition to information on the 
various types of taps, lubrication, proper 
sizes of tap drills, tolerances, chamfer and 
diameters are described. The booklet is 
published as a means of answering ques- 
tions confronting the users of taps and to 
attempt to increase interest and apprecia- 
tion of the maker’s problems in trying to 
serve the user. 





Frigidaire Issues 
Consumer Magazine 


Modern Era, a 24-page homemaking 
magazine, printed in four color rotogravure 
and filled with the contributions of many 


- “The Border Patrol.” 


well known writers, has been announced 
by Frigidaire Corp., Dayton, Ohio, for gen- 
eral distribution among its friends and 
users of its products. 

Fiction, studies in low cost menus, sum- 
mer desserts for children, some interesting 
information on the subject of child wel- 
fare, cross word puzzles and many other 
features are carrried in the first number. 
The magazine is being introduced to the 
public by direct mail, but later its circu- 
lation will be confined to a permanent 
mailing list. 

In a special article, Dr. Lillian Gilbreth 
calls attention to the fact that 6,000,000 
children in the United States are improp- 
erly nourished. Dr. Gilbreth, director of 
the women’s division of the President's 
emergency committee for employment, has 
a special article in the first issue. 


Issues Booklet on 
Fence Installations 


A fence booklet which contains many 
illustrations of typical fence installations, 
has recently been published by the Page 
Fence Association. It also contains vari- 
ous style sheets of chain link and wrought 
iron picket fences, and includes logical 
reasons why a well-fenced property is a 
paying proposition. This booklet is titled 
It may be had by 
addressing the Page Steel & Wire Co., 
Bridgeport, Conn. 
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Generar Marker News 


OF THE WEEK 


Summer Dulliness 
Prevalent in 
Hardware Markets 


New York, August 12.—The 
traditional summer dullness is 
reported from practically every 
major wholesale hardware and 
housefurnishings center. Current 
business appears to be on a par 
with the rather unsatisfactory 
August volume of 1930. To date 
interest in fall merchandise is 
very limited, with both jobbers 
and retailers expressing an un- 
warranted lack of confidence in 
prices. There are reasons to be- 
lieve that many prices quoted 
_ now, on fall goods are as low as 
they can go when replacement 
costs, to both producer and 
wholesale distributor, are con- 
sidered. 

Hold over stocks on fall goods 
not sold in 1930 are small. Even 
a limited consumer demand will 
require fairly substantial fill ins. 

Collections average fair due 
very largely to the extreme cau- 
tion that most distributors exer- 
cised in extending credits. Hard- 
ware failures are few and in no 
case appear serious. There has 
been some let down in permitting 
credit due very likely to the fair- 
ly good collections plus the nat- 
ural desire to get a share of 
existing business. 
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July, 1931, Failures 1.6 P. C. 
Lower Than July, 1930 


According to a preliminary report, 
Bradstreet’s announced that there were 
1882 failures during July, which was a 
decrease of 1.6 per cent from July, 
1930. This is the first time in nine- 
teen months that there were fewer 
failures reported than in the same 
month of the previous year. With the 
exception of March there has been 1 
steady decline in failures since the 
all-time peak reached in January this 
year. 

Total liabilities for July, however, 
were higher than last year, though they 
were less by 77 per cent than June of 


this year. These large liabilities were 
accounted for to some extent by a few 
large banks, which closed their doors, 
and by two or three large manufac- 
turers. 

All sections of the country showed a 
decrease from last year in number 
failing, except New England, which 
reported the same number, and the 
Southern group which reported forty- 
three more. The sections to show the 
greatest increases in total liabilities 
were the -Northwest (an increase of 
299.9 per cent), the Pacific and Moun- 
tain (increase of 127 per cent) and the 
Middle West (increase of 66 per cent). 
Liabilities in New England decreased 
61.6 per cent. 





Domestic Business Conditions Charted 


4, 

For the week ended Aug. 1, 1931, week- 
ly figures available to the Department of 
Commerce through the Survey of Current 
Business, indicate that bank debits out- 
side New York City declined from both 
the preceding week and the corresponding 
period in 1930.. Total loans and discounts 
of Federal Reserve reporting member 
banks showed a fractional decrease from 
the week ended July 25, 1931, and were 
below the level of a year ago. Interest 
rates for both time and call money re- 
mained unchanged from the preceding 
week, but were lower than the level that 
existed in 1930. The average price of rep- 
resentative stocks declined from the pre- 
ceding period and were materially lower 
than for the same week last year. Bond 
prices showed slight changes from both 
comparative periods. The number of busi- 
ness failures as reported by R. G. Dun & 
Co. were more numerous than both the 
preceding week and the same week last 
year. 


Wholesale prices as measured by the 
composite index while showing very slight 
change from the previous week, declined 
sharply when compared with the week of 
Aug. 2, 1930; prices of both agricultural 
and non-agricultural commodities sharing 
in the decline. The prices of middling 
spot cotton, electrolytic copper at New 
York dropped slightly from the previous 
week, while the prices of iron and steel as 
shown by the composite index increased. 
All prices were lower than a year ago. 

For the week ended July 25, 1931, two 
weeks ago, increases occurred over the pre- 
ceding period in the production of crude 
petroleum, steel ingots and electric power, 
while declines were evident in the re- 
ceipts at primary markets of cattle and 
calves, hogs and wheat and in the produc- 
tion of lumber and in freight car loadings. 
For the same period the composite indexes 
of both the New York Times and Business 
Week showed but slight change. 


(See chart on opposite page) 
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Basic Business Indicators for Week Ended August1 


As Charted in the Survey of Current Business and Compiled 
by the United States Department of Commerce 


Weekly Average 1923-1925, Inclusive=100 


There are no drastic movements recorded on these charts. Relatively the 1931 curves follow rather closely 
the curves for 1930, with one or two exceptions. A more detailed explanation of the charts and their rela- 
tion to all business appears on the opposite page. 
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CHICAGO 


(Chicago Office of HARDWARE AGE) 
Cuicaco, Aug. 11. 


PTIMISM of outlook is still 

tempered here by caution and 

close figuring in hardware and 
steel circles. As a rule, the lines where 
sales increases are reported are those 
where prices are known to be drag- 
ging bottom, and where only the closest 
care and economy can turn a poten 
tial loss into a profit. Inventory con- 
trol is more strict than last year and 
losses from declines of prices have 
therefore been reduced. Some wage 
scales have been cut and production 
and distribution costs curtailed. The 
economies and hard work, which are 
just keeping heads above water nowa- 
days, are the surest forerunners of 
profit when the tide of demand shall 
turn. 

Dividend cuts to conserve resources 
are still the rule, as half-year indus- 
trial reports are issued, yet second- 
quarter figures generally show a gain 
over the first quarter in both earnings 
and volume. Jobbers here are taking 
in early fall supplies with confidence 
that prices are near the bottom, that 
dealer stocks were never so low, and 
that widespread. if conservative, buying 
is at hand, with orders bound to be 
both urgent and numerous. 


CREDITS AND COLLECTIONS 


With harvest under way and farm 
prices low, collections are still some- 
what backward and dealers finding 
ground for complaint. The merchant 
who is alert under prevailing condi- 
tions must realize on his outstandings 
during the next few months, else he 
may be obliged to carry over many of 
his accounts into the next season. 

Fourteen cities in Illinois reporting 
through the Industrial Department of 
the Illinois Chamber of Commerce, an- 
nounced that their banking situations 
are sound, savings deposits increasing 
in many instances, and credit slightly 
easier to obtain; that industrial condi- 
tions, while somewhat spotty, point to 
improvements in the near future. 

New automobile sales in Illinois took 
an upward spurt in July, according to 
tabulations made by the same author- 
ity. The total of July sales of new cars 
were 13,874 as compared to 11,241 for 
June. The July sales, however, are 
about 3000 cars less than for the same 
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month a year ago. The upward trend 
for the month is interpreted here as an 
indication that a measure of confidence 
is being restored in the minds. of 
buyers. 


FARMS AND CROPS 


Showers in most Southern and East- 
ern States have been timely and bene- 
ficial. Consequently, crops in those 
sections have remained in good grow- 
ing condition, with improvement noted 
in all but a few small dry localities. 
Many pastures show signs of needing 
more rain, but in general, conditions 
east of the Mississippi have been 
helped by reasonably moderate tem- 
peratures and frequent local showers. 

Corn weather in the Eastern area 
has been good, with frequent moisture 
for all present needs. West of the 
Mississippi, conditions have been de- 
cidedly less favorable, except in South- 
ern areas. 


The drought of late July in the 
Northwest has made heavy inroads 
into the corn and oats crops, corn 
showing a loss of 5 to 7 points during 
the month, and oats about 10 points. 
Very recent rainfalls and reduced tem- 
peratures over much of the corn belt 
and the spring wheat areas, have been 
helpful in checking further crop dam- 
age. 

The August first “expert” estimates 
of yield average 2,880,000,000 bushels 
of corn, 743,000,000 bushels of winter 
wheat, 131,000,000 bushels of spring 
wheat and 1,207,000,000 bushels of 
oats. The two latter crops are among 
the lowest in recent years, while corn 
and winter wheat are still showing 
bumper figures. Record low prices on 
wheat in Chicago market have been 
established at below 47c. Practically 
all fruit yields are plentiful. Garden 
produce is coming into the market 
freely and in unusually good volume 


PRICES AND DEMAND 


Prices on some leading commodities 
have touched new low levels since last 
week. Cotton is at the lowest mark 
in 16 years, on an estimated produc- 
tion of 14,000,000 bales. Rubber has 
at this writing reached an all-time low 
level of 534c. per pound, and copper 
a new low level of 7%c. per pound, 
for domestic delivery. Prices are hold- 





Cautious Optimism Prevails 
—Some Price Changes 


ing reasonably firm on steel products 
and on such metals as lead, zinc and 
tin, in which the hardware trade is 
closely interested. 

Bale ties are quoted by leading mills 
at prices about 25c. per hundred 
pounds below the official figures issued 
last December. The new basis, how- 
ever, is in reality a slight advance as 
compared to concessions recently in 
effect to large buyers. Mills report 
that all concessions have now been 
withdrawn, and on bale ties, as on 
nails and other wire products of allied 
manufacture, a general firming of quo- 
tations is announced. 

Sales are opening up on such fall 
heating supplies as stoves, coal hods, 
stove pipe, elbows, dampers, etc. 
Prices are holding very steadily on 
pipe and elbows, and on furnace fit- 
tings, but there has recently been a 
small decline in coal hods, which has 
been passed along promptly to the 
trade by wholesalers. 

Hack saws blades have been reduced 
about 10 per cent, and this line is now 
reported at a lower price basis than 
before the war. As forecasted recently 
in these colums, the price of BX elec- 
trical cable has advanced 15 per cent. 
There are rumors of advance to follow 
in loom conduit. Rubber-covered and 
aerial wire has been slightly reduced. 


BUILDERS’ HARDWARE 


Builders’ hardware prices have been 
holding steady of late, probably be- 
cause of the manufacturers’ feeling 
that most of this line is being pro- 
duced at or below cost. Sales have 
picked up somewhat, due to the fact 
that dealer stocks have been small, and 
fill-in buying has been imperative. 

Advances in price on shovels of 
about 15 to 20 per cent, seem to show 
the intention of the manufacturers to 
end the price war, which has been in 
effect for the last two years, during 
which time shovels were reported to be 
sold at less than manufacturing costs. 

Seasonable summer weather in this 
locality has of course kept up the 
strenuous selling of lawn sprinklers, 
garden hose and electric fans, and more 
and more signs are seen of hardware 
activity in such new lines as beverage 
sets, summer furniture, and other items 
intended to make hot weather more 
endurable. 
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TWIN CITIES 


MINNEAPOLIs, MINN., 
Aug. 11, 1931. 


EPORTS of the damage being 
R done to growing crops in the 

Northwest tributary to the Twin 
Cities are somewhat at variance, as 
each report reflects local conditions. 
With the terrific heat wave broken, 
and with rains, which are badly needed 
over the entire country, relieving the 
drouth, it is believed that the late crops 
will show a better yield than was at 
first expected. Last week, at the Twin 
Cities Market Week, hundreds of mer- 
chants made purchases of merchandise 
for their fall stocks, buying what they 
believed would be necessary to at least 
begin to take care of the needs of their 
customers. 

The general characteristic of these 
merchants was optimism, as to the re- 
maining portion of this year, and of the 
ability of the Northwest to come back 
rapidly, as soon as conditions will per- 
mit. While their purchases were not 
as heavy as during former years, the 
totals of orders placed made a very 
creditable showing. 


ELECTRIC FANS ACTIVE 


The continued warm weather has 
made electric fans a leader in sales, 
both for the wholesaler and the retailer. 
Fans of all sizes, kinds and descrip- 
tions have been sold to the consumer. 


ATLANTA 


Atianta, Ga., Aug. 11, 1931. 


ELATIVELY little change can 
R be noticed in business volume, 

over the two preceding weeks 
with hardware wholesalers serving the 
Atlanta trade territory. While current 
orders continue to show a steady move- 
ment, the amount of business is only 
fair and far from normal. Dealers 
continue to buy with hesitancy and or- 
ders are in hand-to-mouth proportions 
and in quantities sufficient only to 
cover actual needs. The general tone 
of sentiment among the trade, however, 
is optimistic and it is believed that 
early fall business will indicate a gen- 
eral improvement in conditions. Gen- 
eral rains throughout the territory have 
practically relieved the drouth situa- 
tion and will in due time reflect on 
business in general. 


AUGUST 13, 1931 


whose one desire was to possess an 
electric fan to relieve the discomfort 
of the heat. It has been a remarkable 
year to clean stocks in this line, and 
to make a handsome profit by rapid 
turnover of stocks. 

This section of the country is ex- 
periencing a gas price war, and this in 
turn has encouraged the use of auto- 
mobiles, and promoted the sale of ac- 
cessories, repairs and tires. Tires are 
being offered at especially attractive 
figures as inducement for the car- 
owner to re-equip completely. Sales 
volume is fairly good. 


GARDEN GOODS 


Due to the extended drouth, lawn 
mowers have been rather slow in the 
market, although sales have been stim- 
ulated’ to some extent by attractive 
prices. Lawn hose has been selling 
freely, and stocks have been turned 
frequently, with profit to the dealers. 
Steel goods have been moving fairly 
well, due to the fact that the home 
garden has begun to prove more popu- 
lar than in recent years. In some 
communities gardens have been pro- 
provided for the people out of employ- 
ment, the land being loaned for the 
purpose. This has aided to some ex- 
tent the steel goods trade. 

Taken as a whole, the Northwest is 
expected to develop a fair trade for 





PRICE ADJUSTMENTS 


Price changes are still being made 
as the market gradually becomes ad- 
justed and attention has been called 
to the continued downward trend in 
tools, bolts and wire goods. 

Collections are reported to be fair 
and in keeping with business, but far 
from being satisfactory. The majority 
of dealers are trying to delay payments 
until the harvesting and marketing of 
the season’s crop. 


EMPLOYMENT 


The unemployment situation has 
shown practically no improvement, al- 
though it is believed that the number 
of unemployed is showing very little 
if any increase at this time; however, 
the advent of fall and the completion 
of considerable outdoor construction 


Continued Warm W eather 
Helps Certain Goods Move 


the rest of the year, although it has 
without doubt been curtailed by the 
conditions mentioned above. 

Building activities show a fair amount 
of work being done, with much more 
projected for the latter part of the 
year. It is expected that the new post 
office for Minneapolis will be started 
yet this year, although legislative ac- 
tion has not yet been completed. Many 
other public buildings are “on the 
boards,” to use the architect’s term. 


PRICE CHANGES 


Prices have been fairly stable, show- 
ing but few changes during the sum- 
mer. New prices have been announced 
for this market on a few items as fol- 
lows: 

Red rosin building paper, $2 cwt. 
in all weights; tarred felt paper, $2.61 
cwt.; best grade sash cord, 46c. lb. 
net; second grade sash cord, 27'4c. 
lb. net; third grade sash cord, 21c. lb. 
net; flat-head bright screws, 50-10 per 
cent discount. Other kinds of screws 
are unchanged. 

Collections are running about the 
same level, as farm products are not 
being marketed very rapidly; those who 
can are holding their crops for a better 
price. Stock receipts at the stock mar- 
kets for this region are fairly heavy, 
as many are selling, due to the prospect 
of a feed shortage, in some sections. 


Current Volume Shows Little 


Change—Collections Fair 


might make conditions worse. The 
large industrial and textile plants have 
not increased working forces. 


SALES GAINS 


In the monthly survey of the Fed- 
eral Reserve Bank of Atlanta, covering 
agricultural, industrial and financial 
conditions in the Southeastern States, 
Atlanta was the only city in the dis- 
trict to show retail trade increase. 
During the first six months of this 
year the retail sales by local stores 
were 0.9 per cent more than for the cor- 
responding period a year ago. In all 
other cities throughout the district, 
however, retail trade receded from cor- 
responding periods of a year ago. 

Wholesale trade in Atlanta showed 
a general decline during the period 
covered by the bank survey. Only in 
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the electrical supplies field was there 
an increase. 


CROP CONDITIONS 


During the last two weeks over prac- 
tically the entire territory there has 
been an abundance of rainfall, which 
has been very beneficial, and the 
progress of crops at this time is fairly 
good. Sentiment is rather mixed re- 
garding the effect of rains on the grow- 
ing cotton crop, which has already 
suffered severely from drouth, and 
some sections reports of weevil dam- 


(Cincinnati office of HARDWARE AGE) 
Cincinnati, Aug. 11. 


HE entire local market has 
lapsed into typical mid-summer 
inactivity. Accordingly, the de- 
mand in all lines of industry is notice- 
ably off and is reflecting the usual 
summer recession. Optimism, however, 
prevails among the various business 
representatives and a turn for the bet- 
ter is anticipated, once industry re- 
turns from vacation and turns its 
thoughts to stimulating demand. 


The hardware market is no excep- 
tion to the district trend. Jobbers in- 
dicate that business receded in July 
from the June level and little change 
is expected during August. Of course, 
a fair amount of seasonal items have 
been moved and are still moving, but 
the market is at an inbetween period 
where summer items are slackening in 
demand and full demand has not ap- 
peared. 

Jobbers are moving merchandise in 
small quantities to keep the immedi- 
ate needs of retailers suplied. The 
character of this demand remains un- 
changed. Staple articles, of course, re- 
ceive a fair amount of attention, while 
feeling the 


summer merchandise is 


BOSTON 


(Boston office of HARDWARE AGE) 


Boston, Aug. 11. 


HOLESALE shipments of 
merchandise so far this month 
compare favorably with those 


of a year ago. Some firms report book- 
ings and shipments as running on a 
par with last year, and others say they 
exceed. So far as dollars and cents 
go, however, the wholesalers are run- 
ning behind last year for the reason 
that prices are lower than they were 
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age are heard. In southern Georgia 4 
good many first bales of cotton have 
already been reported, but the move- 
ment in that section will not be gen- 
eral until Aug. 15. 


HALT PEACH SALES 


Growers in the Georgia peach belt 
virtually have stopped shipping their 
product and are letting it rot on the 
trees, because prices are below the cost 
of production. The growers laid part 
of the blame to high freight rates. They 
said the present market prices hardly 








paid for the cost of transportation. 

Southern Georgia tobacco buying is 
now in full swing and reports are that 
improvement in tobacco quality is send- 
ing prices up. Sales are running be- 
hind last year over the belt as a whole, 
due to tardiness of a curtailed crop 
and average prices paid were consid- 
erably lower than for the same period 
last year. The total money paid to the 
growers for tobacco during the first 
week of the market was $495,431.44, 
as compared with $2,022,066.42 for the 
first week of last year. 


Seasonable Merchandise Mov- 


CINCINNATI *" 


waning of summer and the nearing of 
fall. 


WAREHOUSE STOCKS GOOD 


Warehouse stocks are in good shape. 
In fact, jobbers report that they are 
able to take care of most any normal 
requirement of retailers at short notice. 

Industrial employment in this dis- 
trict has decreased slightly in the past 
few weeks. 

Manufacturing em ployment, of 
course, has been more affected than 
construction employment since the 
summer season is the usual time of 
greatest building activity. Despite the 
usual building trend, however, there 
has been a slight decline in construc- 
tion employment during the last few 
weeks. 

Bank debits have shown a steady 
decline since April of this year, as 
the curve of employment went down. 
Money, however, is still reasonably 
plentiful, but banks and building asso- 
ciations for the most part are adher- 
ing to a very conservative policy in 
making loans. ' 


CONSTRUCTION DECLINES 


Construction awards for June and 
July also have declined. It appears 





then. All things considered, the trade 
is quite satisfied. 


Retail buying runs very largely to 
seasonable merchandise and to staple 
articles. As might be expected, vaca- 
tion goods are enjoying quite a wide 
distribution, and sporting goods sales 
in the weekly aggregate are quite il- 
luminating. Buying of lawn accessories, 
screens and doors, wire cloth and the 
like is purely of a filling-in nature. 
There has been a further slight in- 
crease in the call for builders’ hard- 


Small Quantities 


that industry is not entering upon many 
plans for new equipment or buildings 
until the depression ends, or shows 
some evidence of breaking. In fact, one 
of two construction projects planned 
to be under way this summer, have 
been abandoned indefinitely, which has 
been construed to mean until business 
conditions improve sufficiently to war- 
rant the expenditure. 

Reflecting the reluctance of manu- 
facturers to, purchase new equipment, 
the district machine tool market has 
lapsed into a summer sluggishness that 
shows no sign of changing before the 
fall, at least. Manufacturers have a 
large number of quotations outstand- 
ing on old inquiries, but recent check- 
ing of these has brought the informa- 
tion that the prospective consumer 
either has abandoned plans for new 
equipment, or is waiting a change in 
conditions before making any financial 
outlays for tools. 

The pig iron, coke, scrap and fin- 
ished steel markets also are in a sum- 
mer lull. Demand for these various 
items is below the 50 per cent level 
and the trade is marking time, caring 
for immediate needs of consumers and 
waiting for the anticipated improve- 
ment this fall. 


August Wholesale Shipments 
Compare Favorably with 1930 


ware, and the market for same may be 
said to be more active than it has been 
in many months. 


BIG TIRE SALES 


Perhaps the most conspicuous fea- 
ture of current business is the marked 
increase in automobile tire sales 
through retail as well as wholesale 
channels. Our local wholesale house 
reports unit sales of tires fully 50 per 
cent greater than last year. It is there- 
fore apparent that the hardware trade 
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is giving mail order houses a good 
battle for tire business. Registration 
of pleasure cars in Massachusetts is 
well above last year’s record, and 
therefore the greatest in history. Reg- 
istration in other New England States 
has also increased this year. There is 
certainly no suggestion of business de- 
pression in automobile registration. 

Despite the encouraging reports in 
general, the hardware market has its 
backward spots. The most noteworthy 
of these is the radio and the electric 
fan. The radio business has not re- 
covered from the slump that started 
late last year. People evidently are 
making old sets do. While the recent 
hot weather increased the demand for 
electric fans somewhat, buying is not 
as brisk as it is in some of the other 
sections of the country. For some un- 
explainable reason, the average retail 
New England hardware dealer does 
not sell fans in any volume. It is not 
a question of price, because excellent 
fans can be retailed for less than $5 
each. 


STEEL SHOVELS HIGHER 


Prices on the O. Ames brand of 
steel shovels are unchanged, but all 
other makes have been substantially 
advanced, and competitive numbers 
have been withdrawn from the market. 
The advance in prices follows closely 
on the announcement that all but four 
of the shovel manufacturers in this 
country have been consolidated under 
one firm name. The advance in prices 
had been anticipated. by local whole- 


PITTSBURGH 


(Pittsburgh office of HARDWARE AGE) 
PittspurcH, Aug. 11. 


HILE the local hardware busi- 

ness in the last week has not 

departed from the seasonal 
character which has prevailed for some 
time, some interest on the part of re- 
tailers in their fall lines is beginning 
to develop. As a general rule future 
orders are rather difficult to bring out, 
but some jobbers have booked some 
commitments in stoves. Shipments of 
ammunition are also beginning and 
promise to be fairly heavy before the 
end of the month. The price structure 
on loaded. shells has been very un- 
satisfactory thus far. 

Hot weather items in small lots are 
still in good demand. Manufacturers 
of electric fans are still about two 
weeks behind on’ deliveries, but both 
jobbers and retailers have been able 
to clean up their stocks very nicely as 
well as take care of demand fairly 
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sale houses for some time, because. it 
was a generally recognized fact that 
manufacturers of shovels, on certain 
numbers, at least, have beén selling 
for less than the cost of production. 

Picks, mattocks, crowbars, heavy 
hammers, wedges and similar products 
have been reduced 5 to 10 per cent 
in cost, and a slight reduction is an- 
nounced for at least some makes of 
weather strip. Otherwise there has been 
nothing to disturb the price situation. 
Common opinion here still is that we 
have turned the corner on prices, and 
that advances may be expected from 
now on. 


POSITION OF WHOLESALER 


Boston wholesale shelf hardware 
houses are fast completing the task of 
putting their houses in order, and the 
retail dealer can be assured that here- 
after he will receive better service from 
his wholesale connections. 

It appears that the wholesale houses 
have eliminated all slow selling lines 
by disposing of stocks. They propose 
to stock only merchandise on which 
the retailer has a quick turnover. 
Stocks of such merchandise will be 
sufficiently large to care for any orders 
booked, the idea being to eliminate 
back orders and the execution of 
prompt deliveries. Such a step is a 
long one forward, and should mate- 
rially help the retailer’s sales. 


INDUSTRIAL CONDITIONS 


New England industrial conditions 





well. Orders for screen doors and win- 
dows are still coming to jobbers and 
fly swatters are enjoying a_ belated 
summer activity. Outdoor showers con- 
tinue to move well and wood kegs are 
beginning to move well. Fruit and 
wine presses are growing more active 
and there is a better movement of can- 
ning goods of all kinds, including 
Mason jars, fruit racks, etc. Because 
of the large crops of all sort of can- 
ning fruits and the low price of sugar, 
it is believed that the season for can- 
ning will be much larger than usual. 


RETAIL SALES DOWN 


The depressed state of the hardware 
trade in the district is revealed by sales 
figures for June of Pittsburgh hard- 
ware stores just released in the Pitts- 
burgh Business Review, published by 
the Bureau of Business Research of the 
University of Pittsburgh. Net sales of 
the nine retail stores reporting during 
June were 25.2 per cent under May 


generally are not as good as they were 
a month ago, chiefly because of vaca- 
tion periods. Many Connecticut manu- 
facturing plants are closed for two 
weeks or longer, and throughout the 
remainder of New England plant op- 
erations have been reduced for one 
reason or another. The melt of pig 
iron has dropped off again, and is now 
but about 20 per cent of the rated 
capacity. 

Fundamental New England _indus- 
tries, however, are going along nicely. 
The cotton textile mills are operating 
on a paying basis; the woolen goods 
mills are constantly gaining ground; 
the shoe manufacturers have about 60 
days’ business on their books, it being 
the first time in years that they have 
been sold so far ahead; while the 
jewelry manufacturing industry is 
coming ahead quite rapidly. So with 
these four leading industries better off 
than have been in some years, the set- 
back in other lines is not considered 
seriously, being considered a temporary 
condition. 

The Pittsfield, Mass., plant of the 
General Electric Co. next week, after 
the vacation period is over, will start 
work on a $1,000,000 transformer or- 
der. The textile machinery makers 
will, it is expected, begin to increase 
plant operations the latter part of this 
month or closely following Labor Day. 
As a matter of fact, it is quite evident 
that New England will be a fairly 
busy section of the country long be- 
fore snow flies. 


Some Interest Shown 
in Fall Merchandise 


and 24.5 under June, 1930. In the 
first six months of 1931 their net sales 
were 13.4 per cent under the cor- 
responding 1930 period. Ten _hard- 
ware jobbers reporting to the Bureau 
had a decline from May to June of 
18.4 per cent and a falling off from 
June, 1930, of 24.2. In the first half 
of the year these wholesalers did 22.4 
per cent less business than in the first 
six months of 1930. 

Price changes during the week have 
been of a minor nature. A _ leading 
maker of hack saw blades has an- 
nounced reductions of approximately 
10 per cent which will be passed on 
by jobbers. Wired down cotton mops 
are lower with the No. 12 now quoted 
at $1.80 per doz.; No. 16, at $2.40; 
No. 20, at $3, and No. 24 at $4 per 
doz. Eagle brand mop ringer buckets 
have also been reduced with the small 
size now quoted by jobbers at $17 per 
doz.; the medium size at $19 and the 
large size at $24. Jobbers have made 
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no further change in bolt and nut 
prices, although mill prices are weak. 
Nails are also unchanged and the ef- 
forts of manufacturers to advance quo- 
tations will not likely affect the trade 
until September. 


INDUSTRIAL CONDITIONS 


Basic industrial conditions in the 
district have not changed much from 
July, although steel production has 
given further ground. Output of pig 
iron has also reached the lowest levels 
since 1921 with only twelve of the 55 
blast furnaces in the district in op- 
erations. Steel ingot production has 
dipped slightly under the 30 per cent 
level which had prevailed for several 
weeks and finishing mills are lower in 


NEW ORLEANS 


New Orveans, Aug. 4. 


HAT New Orleans is more favor- 

ably situated than any other city 
in the nation seems a credible 
assumption, if we base our belief on 


these official figures, compiled by the 
Bureau of New Orleans News: 


BUILDING CONSTRUCTION 


With a huge gain in construction 
contracts for the six months of 1931 
as compared with the similar period 
of 1930, the New Orleans territory 
makes a showing that is unique among 
the various territories included in the 
F. W. Dodge Corporation compilation. 

Figures just released by Dodge in- 

dicate that construction awards in the 
New Orleans territory totalled $86,- 
329,300 during the first six months of 
1931 as compared with $63,614,500 in 
1930, or an increase of nearly $26,- 
000,000. 
_ New Orleans was also one of the 
two territories that in June showed an 
increase over June of last year and 
over May of this year. 


LOCAL INDUSTRIES 


Since the first of the year 118 new 
business of substantial nature opened 
in New Orleans. Since that time, too, 
132 existing businesses expanded oper- 
ation. 

Since nearly half of every dollar 
that the industry of New Orleans re- 
ceives for their products is accounted 
for by the manufacture of foods or 
food products and as money has 
seemed to be available in normal quan- 
tity for the purchase of foodstuffs, es- 
pecially the staple foods made in New 
Orleans, the industries of New Orleans 
have not been as hard hit by the de- 
pression as those in most other cities. 
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some departments, particularly sheets 


and tin plate. The most favorable as- 
pect of the market is in prices which 
are somewhat stronger on all products 
than they were a month ago. Sheet 
and strip makers have been able to 
hold recent advances on current small 
orders and bars, shapes and plates 
are better maintained at 1.60c., Pitts- 
burgh. Withdrawal of the Detroit 
basing point on bars which was es- 
tablished a few weeks ago will be re- 
flected by a stronger market here. 
The coal industry has generally re- 
covered from the effects of, the recent 
strike and practically all of the mines 
whose production is in need are now 
being operated. Talk of higher prices 
on coal is heard and it is generally 





WATER COMMERCE 


Tonnage of sea-going vessels arriv- 
ing in New Orleans increased from 
830,310 tons in May to 932,310 tons in 
June, according to the dock board. 

June also showed increased tonnage 
in the industrial canal, which connects 
Lake Pontchartrain with the Missisippi 
River. During the month 1001 ves- 
sels, having a total tonnage of 393,519, 
used the canal, representing an in- 
crease of 242 vessels and 120,156 tons 
over June, 1930. 

It is significant that during the past 
twelve months, twenty steamship lines 
entering New Orleans either have in- 
augurated entirely new service, have 
added more vessels to old service, or 
have done both. Two new barge lines 
have also been established during the 
period and the existing line greatly 
expanded. Foremost among the ex- 
pansion of the port’s steamship facili- 
ties was the inauguration during the 
year of thirteen new lines to many 
parts of the world. 


FINANCIAL SITUATION 


Bank debits for the week ending 
July 1 totalled $132,000,000, the larg- 
est in the history of the city. The 
previous high record for any week was 
$120,000,000. 

From January to June, bank debits 
totalled $1,737,257,000 in 1931 as com- 
pared with $1,890,206,000, represent- 
ing a loss of 8.1 per cent. This loss of 
8.1 per cent compares with an average 
loss of 19.0 per cent among the lead- 
ing cities of the South. Only Rich- 
mond led New Orleans with a loss of 
7.5 per cent, while a number of other 
southern cities showed losses of over 
20 per cent. 

Dun’s Review shows an average de- 





believed that this would do more to 
improve conditions in the industry than 
any other thing. Lake shipments of 
coal this year are lighter than usual 
and industrial and railroad demand 
are naturally far under normal. 


EMPLOYMENT POOR 


Unemployment in the western Penn- 
sylvania district is more pronounced 
than it has been at any time since the 
depression began; but partial relief 
will be offered in September if the 
usual fall pick up in business tran- 
spires. Collections are still tight, but 
are considered Satisfactory in most dis- 
tricts considering the generally de- 
pressed state of business. 


Construction Shows Increase; 
Industries Have Healthy Status 


crease of 27.3 per cent in bank clear- 
ings, whereas the decrease in New 
Orleans was only 9.9 per cent, or less 
than any other large city. 

Total deposits of New Orleans banks 
as of June 30 showed a gain over 1930 
and’ 1929, the boom year. The increase 
over last year totals 2.1 per cent as 
compared with a loss of approximately 
1.8 per cent on June 30 as compared 
with June 30, 1929. In addition, cash 
on hand and due from banks increased 
to $53,228,794.84 from $51,739,171.88, 
as of June 30, 1930. 


FREIGHT CAR LOADINGS 


With every other section of the 
country showing a decrease and the 
average decrease being 9.3 per cent, 
an increase of 2.2 per cent is frieght 
car requirements is forecast by the 
Regional Shippers’ Advisory Board 
for the Southwest portion of the coun- 
try—including New Orleans—for the 
third quarter of 1931. The increase 
predicted is from 542,930 cars in 1930 
to 554,990 cars in 1931. 


AGRICULTURE 


Louisiana only recently completed 
marketing of the greatest strawberry 
crop in its history, greater than any 
other strawberry crop both in the 
number of cars shipped and in value. 

During the first six months of 1931, 
Louisiana shipped more carloads of 
fruits and vegetables than in the 
twelve months of any previous year in 
its history. 

While cotton acreage decreased ten 
per cent—a decrease that was advo- 
cated—there was a favorable increase 
in the production of food and feed 
crops—an increase also that was ad- 
vocated. 
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NEw YORK 


New York, Aug. 11. 
UMMER dullness is very pro- 
S nounced in the local wholesale 
hardware and _housefurnishings 
market, with current volume about on 
a par with the same period of last 
year. Individual orders while numer- 
ous, continue to call for very small 
quantities even though the assortments 
ordered look encouraging. Prolonged 
hot weather has stimulated a fairly 
well maintained demand for electric 
fans, beverage equipment, garden hose 
and accessories and kindred hot 
weather merchandise, but at that the 
bulk of this volume has been taken 
care of and orders received now are of 
a fill-in nature. The abnormally low 
stocks of retailers is reflected in the 
frequent replacements orders and the 
demand for prompt deliveries. 
Housefurnishings are far more ac- 
tive than hardware items, the call be- 
ing for the lower priced items which 
might be termed miscellaneous small 
household items. Sporting goods, tour- 
ing equipment and other vacation metr- 
chandise is practically inactive. Rela- 
tively speaking this group was in fair 
volume during July. 


PRICE SITUATION 


Jobbers advise that leading manu- 
facturers have raised the price ‘on com- 
petitive grade shovels nearly 10 per 
cent, but that wholesalers serving this 
territory have been slow to follow. 
There has apparently been some at- 
tempt by a few suppliers to establish 
the new price but the effort appears 
short - lived. Competitive pricing by 
wholesalers and manufacturers con- 
tinues about the same. Wholesalers 
offer many low prices not justified by 
their own replacement costs. Instead 
of stimulating retailers to buy this 
situation has actually caused a lack of 
confidence even at these low prices. 
The element of price cutting has crept 
into almost every line to some extent. 
Some of it may be traced te surplus 
wholesale stocks. 

One wholesaler may be long on a 
highly seasonable item. To clean up 
his stock the price is cut. His com- 
petitors meet the price and sometimes 
go one better. Another jobber faces 
the same situation with another line 
and the same thing happens. So on 
down the line it runs. There has been 
an evident desire on the part of local 
distributors to curb this practice, but 
to date little progress can be reported. 
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FUTURES SLOW 


Due undoubtedly to a lack of con- 
fidence in prices both wholesalers and 
retailers show little interest in fall 
goods. In many cases this feeling is 
not warranted by the facts available. 
Nevertheless the condition exists and 
suggests declarations of specific price 
policies by both manufacturers and 
wholesalers. Jobbers’ salesmen report 
that hold-over stock on fall goods pur- 
chased last year will not take care of 
the demand that may be expected in 
September, even though that demand 
may not be any more active than in 
1930. This will probably bring about 
some forced demand as the season de- 
velops. 

In the past ten days there were more 
new stores opened in the Metropolitan 
area than were established during the 
past eight weeks. Failures in the hard- 
ware field were few and very small, 
not enough to worry even the actual 
creditors. 


COLLECTIONS VARY 


Reports on the local collection situa- 
tion vary. Where there has been more 
severity in handling unpaid moneys 
and a tightening up of credit extension, 
reports are favorable. At that those 
who for the first six months offered 
meagre credit are now more liberal, in- 
spired by a fairly good run of collec- 
tions plus the desire to get a share of 
the existing business. Collections in 
the suburbs are far better than in the 
city districts as is sales volume. 


BUILDING 


Building contracts awarded in Metro- 
politan New York and vicinity during 
the completed six months of this year 
showed a 20 per cent reduction from 
a year ago, a smaller decrease than 
was indicated for the whole reporting 
area of 37 States, according to Dodge 
reports. Residential building contracts 
were 39 per cent larger than in 1930 
in this district—the only important dis- 
trict east of the Rocky Mountains to 
show a gain. The increase in residen- 
tial activity, however, was more than 
counterbalanced by reductions of 20 
per cent in public works and _ utility 
projects and of 52 per cent in other 
non-residential work. 


EMPLOYMENT 


Factory employment for the country 
_as a whole declined 2 per cent more 
than seasonally in June, following 
movements from January to May that 
were largely seasonal in nature. In 


Housefurnishings More Active Than 
Hardware—General 


Volume Low 


reporting New York State factories, the 
number of workers showed a reduction 
of 3 per cent, the largest May to June 
decline since the compilation of these 
figures was begun in 1914, says the 
Federal Reserve report for this district. 

Factory payrolls showed even larger 
reductions than factory employment, 
and in New York State average week- 
ly earnings dropped 62 cents to $26.34, 
the lowest figure since early in 1923. 
During the past year and a half, fac- 
tory payrolls have declined 31 per cent 
and average weekly earnings have de- 
clined about 11 per cent. During the 
same period the cost of living index 
of the Bureau of Labor Statistics has 
declined 13 per cent. From these com- 
parisons, it appears that the purchas- 
ing power of the average worker who 
has retained his employment has not 
changed materially during the past year 
and a half, even though he may not 
have had full-time employment, but 
that the purchasing power of factory 
employees as a group has been con- 
siderably reduced by unemployment, 
despite the reduction in the cost of 
living. 

According to the United States Em- 
ployment Service, out-of-door employ- 
ment continued to show seasonal im- 
provement during June. Despite the 
increase in agricultural employment, 
however, the supply of farm labor, 
according to the Department of Agri 
culture, greatly exceeded the demand 
on July 1, and wages paid to hired 
workers reached the lowest level re- 
corded in the past fifteen years. 

The ratio of orders for workers to 
applications for employment at New 
York State employment offices declined 
during June, and this downward ten- 
dency continued in July. A small de- 
cline was also shown in the rate of 
voluntary labor turnover in June, and 
lay-offs were almost as numerous as 
last July and August. 





Issue Booklet on GE 
Electric Helpers for Farm 


General Electric Co., Schenectady, N. Y., 
has issued a booklet showing electric help- 
ers for the farm. It shows the GE stand- 
ardized method of house wiring in a dia- 
gram. Included in the illustrated booklet 
are descriptions of radios, electric motors, 
portable farm motors, refrigerators, milk 
coolers, hotbeds and propagating benches, 
dairy heaters, time switches, poultry sun- 
lamps, floodlights, soldering irons, glue- 
pots, window ventilating fans, kitchen ap- 
pliances and home laundry equipment, etc. 
Booklet, which is known as GEC-89B, 
supersedes GEC-89A. 
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Snow Ball Cabinet 
Ice Shaver No. 1 


Clawson Machine Co., Flagtown, 
N. J., offers the Snow Ball Cabinet 
Ice Shaver No. 1, listing at $175. 
Illustrations show the front and rear 
views of ice shaver. Accessories in- 
clude syrup containers, sanitary Vor- 
tex cup dispenser, six Bakelite col- 
ored Vortex 6 oz. serving cups and 
two nickel plated 6 oz. Vortex mixing 
cups are included as part of the 
standard equipment of the machine 
as well as a cash drawer. It is an 
electric unit, particularly designed 
for Snow Ball and Snow Cone trade, enclosed in an attrac- 
tively lacquered steel cabinet trimmed with nickel plate. 
Shaver will shave any piece of 
ice up to 444 in. in diameter, 
into snow flakes for making 
flavored snow balls, etc. The 
shaver is built into top of ma- 
chine and flakes fall directly into 
a glass inclosed compartment be- 
low. , Provisions are made for 
convenient handling of the va- 
rious syrups for flavoring by use 
of removable nickel plated quart 
containers with nickel plated 
faucets and tubes attached. An- 
other glass compartment is pro- 
vided for display and storage 
of freshly made balls and cones 
as well as for other confections. Approximately 100 lb. of 
ice may be stored in the ice compartment which is lined with 
a 11% in. cork board. 











Stanley Saw Sets 


Two practical low 
priced saw sets are 
offered for people who 
only occasionally set a 
saw. The Stanley Rule 
& Level Plant, New 
Britain, Conn., makes 
these sets in red and 
green lacquer. De- 
fiance Brand No. 432 
is of pistol grip pat- 
tern, listing at $1.00. 
Plunger and anvil are 
made from high grade 
tool steel. It is pro- 
vided with graduated 
wheel which shows 
the correct anvil set- 
ting for 5 to 11 point 
saws. Opening at top 
enables the users to 
see the teeth while set- 
ting the saw. Plier 
handle type saw set 
lists at 60c. When 
held on the saw the teeth are in plain view. Graduated plate 
gives the correct anvil setting for 5 to 11 point saws. It is 
well made having a tool steel plunger and anvil. 
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American Cabinet Heater 


A kerosene heater, 
of the cabinet or 
circulation ty p e, 
equipped with two 
burners is offered by 
the American Gas 
Machine Co., Albert 
Lea, Minn. Burners 
are of the  long- 
chimney, cotton wick 
type, known as 
“Level Lift” type, be- 
cause the gear which 
raises and lowers the 
wick is connected 
with both sides of . 
the wick. One gallon removable fuel tank is concealed 
within the body of the heater, which is equipped with a fuel 
gage. Large door provided in the front gives easy access to 
the burners for lighting. The maker says the new American 
Cabinet Heater will raise the temperature of a room 14 ft. 
square by 9 ft. high from 52 to 70 deg. in 30 minutes, 
providing both burners are used. Burners may be used sep- 
arately if desired and regulated from high to low flame. 
Heater may also be used as two-burner cook stove. For this 
purpose hinged top is swung back so as to form a splasher 
back, exposing the two cooking grates above the tops of the 
burner chimneys. Heater is finished in walnut brown enamel 
and has brown porcelain enamel -top. Dimensions are 
181% by 19 by 11 in. Shipping*weight is 35 lb. Suggested 
retail price in Central States is $19.75, slightly higher on East 
and West Coasts. 





Lewis Portable 
Electric Humidifier 


Operating on a 
principle of forced 
evaporation from re- 
stricted heating 
surface, this new 
portable electric hu- 
midifier attains an 
unusual degree of 
operating — efficiency, 
says Lewis Air Con- 
ditioners, Inc., Min- 
neapolis, Minn. 
Evaporating unit 
takes the form of a 
float in which the 
heating element is 
enclosed. Float rides 
on surface of the water in the urn. 
Small port hole admits sufficient 
water from bottom of float to cover 
heating surface to a depth of 4 of an 
inch, automatically at all times. Hu- 
midifier shuts itself off. When filled, 
urn holds six quarts of water, sufficient for nine or ten hours 
of operation. Heating element is made by the Chromalox Co. 
Humidifier may be used for introducing pleasant and health- 
ful odors into the air. It may also be used for steaming a 
wave into the hair. Suggested retail selling price is $16.50. 
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> | THE ONLY SHOT THAT COUNTS IS THE SHOT THAT HITS |__4 


Some Cartridges Rust the Bore! 


SOME .22’S NOW SOLD DO THIS, EVEN THOUGH THEIR LABELS SAY THEY PREVENT 
RUST AND CORROSION. MANY PEOPLE W ILL BE DECEIVED. RUST AND CORROSION 
WILL RUIN RIFLE BARRELS. 








A simple test to determine this quickly is as 


follows: 


The first step is to take two rifles, prefer- 
ably with new barrels. Each barrel should 
be thoroughly cleaned with boiling water and 
then dried. 


The next step is to fire in one barrel am- 
munition of one kind to be tested, and to 
fire in the other barrel cartridges of the other 
sort to be tested in comparison. 20 or 30 
rounds of each kind of ammunition should 


be used. 


The next step is to remove the barrels 
from the actions, inspect the bores very care- 
fully and hang the barrels in the humidifier 
described below. Each barrel should be very 
carefully identified by an attached tag. 


Take an ordinary ash can about 3 feet 
high with a cover. Put 2 or 3 inches of 
water in the bottom of the can and enough 
crumpled newspaper to extend well above 
the surface of the water. The barrels should 
be suspended in such a way as not to touch 
any of the paper or the water. The cover 
should fit fairly well. 


The barrels should be inspected every day. 
There are three kinds of inspection. One is 
by looking through the barrel when it is held 
toward a bright surface. This will give some 
idea of the development of rust although 
color values can not be distinguished i in this 
way. A second method is to have sunlight 
coming over one’s shoulder and to hold the 
barrel so as to look into it as far as may be 
possible with the sun shining into the barrel. 
In this way one may be able to distinguish 
the brownish color characteristic of rusting. 


The third method should be used at the 
end of test. It is to run a clean dry patch 
through the barrel with a cleaning rod and 
to examine, very carefully, the appearance 
of the patch. The first patch through will, 
of course, have some powder residue on it 
but it may be examined for the brown color 
of rust. Additional patches may then be put 
through and also examined. We think that 
the best method is to inspect the barrels by 
the first and second methods described above 
for six successive days before putting any 
cleaning patches through them. This will 
more nearly duplicate the conditions which 
would normally occur when a gun is simply 
set aside without cleaning for some length 
of time. 


REMINGTON .22 KLEANBORE CARTRIDGES ABSOLUTELY PREVENT RUST, CORRO- 
SION AND PITTING OF BORES OF BARRELS. 
KLEANBORE EXCLUSIVELY. REMEMBER WHILE KLEANBORE HAS BEEN IMITATED 


IT HAS NEVER BEEN DONE SUCCESSFULLY. 





The Greatest Value Ever Offered— 
The Remington Standard American 





Dollar Pocket Knife 


President 


YOU WILL BE SAFE IF YOU USE 








REMINGTON ARMS COMPANY, Inc. 
Originators of Kleanbore Ammunition 
25 Broadway, New York City Telephone, Digby 4-2300 


ee Manufacturers of Arms, Ammunition, Cutlery and Cash Registers 
1R. A. Co. 
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How to Figure Assortments 


ARDWARE merchants 

H are often confronted with 

the problem of arriving 

at proper cost prices on a series 

of articles, of different sizes, 

bought at a lump price for the 
assortment. 

For example: Suppose that a 
dealer buys an assortment of 
three bird cages for the total as- 
sortment price of $7.20. He 
wishes to properly apportion the 
cost so as to have an accurate 
price for each of the three sizes. 

Here is a method used by Wil- 
bur Green, Jr., Watsonville, Cal., 


June Frigidaire Sales Showed 
Average Increase of 27% 


Sales of household Frigidaire elec- 
tric refrigerators boomed throughout 
the country during June, establishing 
increases over June, 1930, that ranged 
as high as 79.5 per cent, it was re- 
vealed in the final compilation of June 
reports of Frigidaire Corporation. 

Final figures showed that -27 per 
cent more Frigidaires were sold for 
homes and apartments throughout the 


MODEL 60 


KOPPERKLAD 
22's 


60 


president of the California Retail 
Hardware Association. 

Since there are three articles 
in the assortment, he starts with 
the figure 3 and counts as fol- 
lows, 3, 4, 5. Adding these fig- 
ures, he gets a total of 12. He 
then divides the $7.20 by 12, and 
the result gives him the common 
factor 60. 

He then multiplies 60 by 3 
and gets $1.80, the cost of the 
smallest cage. 

He multiplies 60 by 4 and 
gets $2.40, the cost of the second 
size. 





United States this June than during 
the corresponding month of last year, 
E. G. Biechler, president and general 
manager, said. 





U. S. Radio & Television 
Corp. Increases Production 
on Sets 


Production of radio receivers is be- 
ing steadily increased by the U. S. 
Radio and _ Television Corporation, 











He multiplies 60 by 5 and 
gets $3, the cost of the third size. 
One dollar and eighty cents, 
$2.40, $3 equal $7.20, the cost 


of the assortment. 


Example: 
3+47+5=—12. 
$7.20 = 12 = 60. 
3 X 60 = $1.80. 
4 X 60 = $2.40. 
5 X 60 = $3.00. 


Total, $7.20. 

Should there be 4 cages, he 
starts wifh the number 4 and 
counts four times—4, 5, 6, 7. 
Added, the total is 22. He di- 
vides $7.20 by 22 for the com- 
mon factor and proceeds as 
before. 


Marion, Ind., manufacturers of U. S. 
Apex and Gloritone sets, to take care 
of rapidly accumulating orders, it is 
announced by J. Clarke Coit, presi- 
dent of the corporation. 

Production is now at the rate of 
1800 sets a day, Mr. Coit stated, and 
this figure will be exceeded with the 
arrival of new machinery just ordered. 

Present indications are that last 
year’s production and delivery will be 
exceeded this year, Mr. Coit said. 


Winchester Fall Hunting 
Displays for 1931 


Winchester Repeating Arms 
Co., New Haven, Conn., offers 
this fall hunting display. The 
main display consists of two 
slender panels shaped so that 
either or both will fit almost any 
type of window space and ar- 
ranged so that their use together 
will form a harmonious group 
when placed on each side of the 
window. Panels, which have easel 
backs, are 36 in. high and 15 in. 
wide at the base. They are lith- 
ographed in nine colors from 
paintings by Lynn Bogue Hunt, 
famous painter of game. One 
panel features Winchester shot- 
guns and shotshells, while the 
second features rifles and cart- 
ridges. A third display, also il- 
lustrated, is a card approximate- 
ly 15 in. wide by 22 in. high, 
featuring the Winchester model 
60 .22 caliber rifle. 
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Air Dried, Straight Grain, 
Spruce Side Rail 
Full Strength in Timber 





Hand Split and Hand Shaved 
Straight Grain White 
Ash Rungs 





Hand Forged Guide 


Irons 





Malleable Automatic Spring 
Hooks or Lock. Work in 
Any Position 


BABCOCK 
Air Dried 


SPRUCE 
LADDERS | 


Full Sized Stock 
Top and Bottom Sections 
Both Same Size 
Rail Stock Increased 
with Length 





—_ Buy Babcock Air Dried Spruce 
Ladders. 
Be Sure; Be Safe. 
Men Risk Their Lives on Ladders. 


SEND FOR BOOKLET AND 
PRICE LIST. 





Rope and Pulley Complete 





All Hardware 
Cadmium Plated 


Is There Anything Better? W. W. BABCOCK CO., Bath, N. Y. 























The need for 
production economy 
makes MORSE sales 
continue to mount 


BLE RAR NORE BE RLS ARS." REE  O 


HE more attention is focused 














=| The Morse Line on cutting out small tool 
wa includes: h fa bl 
= High Speed and Carbon waste, the more favorable atten- 
DRILLS tion MORSE tools receive. Their 
CUTTERS increasing, popularity is a reflec- 
SCREW PLATES tion of the present day tendency 
pve to keep production costs low. 
COUNTERBORES 
TAPER PINS MORSE Tools wear longer be- 
areas tween sharpenings, ive a bigger 
dollar’s worth of work per tool. 


MOR SE 


TWIST DRILL & MACHINE COMPANY 


NEW BEDFORD, MASS.,U.S.A. 
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Help the women to 
buy more merchandise 
in your store— 





TTRACTIVE, well arranged 
stores pay well. They draw 
the women trade to your store 
and increase sales and profits. 
In some stores where Duluth 
methods have been installed 
sales have jumped 30, 40 and 
60 per cent. 

It will cost you nothing to 
determine accurately just what 
Duluth Methods can do for you 
in your store. There is a 
Duluth man near you ready to 
put his time against yours. 
Send for complete details— 

“Plans For Turning Merchandise 
Into Profits’’ is a new booklet which 
we will be glad to send to interested 
hardware merchants. Ask for it on 
your business letterhead. 


DULUTH 


DULUTH SHOW CAGE CO, DULUTH, MEIaE 


Installation 
Sampling 


Business Analysis 
Store Planning 














Speed Up 
the 
Wheels of 


Industry 


Write to your jobber 
today for any of the 
merchandise adver- 
tised in these pages. 
Don’t wait for the 
iobber’s salesman. 
You may forget. 
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W. E. McQueen 


declining market,” says W. 

E. McQueen, of Missouri 
Valley, Iowa. “When a merchant 
is doing business on a rising 
market, he cannot mark his stock 
of goods up all the time as the 
increase takes place at the fac- 
tories and in the wholesale 
houses. He sells an item, makes 
what he thinks is a profit, and 
then finds he has to put the 
money back into the item to re- 
place it in stock. When he is 
doing business on a declining 
market, if he keeps his stock 
right, he sells an item, takes part 
of the proceeds to replace it, and 
puts the rest in the bank.” 


‘| CAN make money on a 


Concentrates Purchases 


Mr. McQueen believes in con- 
centrating his wholesale pur- 
chases with one or two jobbers 
“instead of scattering it all over 
the United States.” He is thus 
able to make his volume worth 
while to his suppliers, and is 
able to demand and get service 
from them. “No good comes” 
he says, “from dealing with 
scores of salesmen and having 
small ‘driblets’ of merchandise 
coming in from a score of dif- 
ferent directions.” 

Mrs. McQueen is an able mer- 
chandiser also, and knows thor- 
oughly every item in the store, 
and can sell it just as well as 
the proprietor can. Their trade 
knows that and customers do not 
hesitate to ask her for any item, 


“Take the 


no matter what it is. 


A Little Journey to the Store 
of a 


Main Street 
Merchandiser 








Mrs. McQueen 


paint line, for instance,” says 
Mr. McQueen. “Women, partic- 
ularly, like to come in here and 
talk over their paint problems 
with her. When they can find 
someone, especially a woman, 
who knows a lot about the sub- 
ject, they welcome the oppor- 
tunity to consult her. So Mrs. 
McQueen goes over their prob- 
lems with them and helps them 
decide just the shades they want 
and the quantity that is neces- 
sary;_and they are happy about 
it. We sell $5,000 worth of 
paint a year, and the volume is 
largely due to the way Mrs. 
McQueen handles the depart- 
ment.” 

But Mrs. McQueen busies her- 
self about other departments in 
the store as well as the paint 
department. The store sells 
75,000 loads of shot gun shells 
in the course of a year, and she 
sells her share of those. She can 
sell harness snaps, coaster wag- 
ons, aluminum goods, wash 
boilers, lawn mowers or queens- 
ware with equal facility. 

Mr. McQueen is president of 
the Greater Missouri Valley 
Merchants’ Association, an or- 
ganization corresponding to the 
Chambers of Commerce in other 
cities. He has been in the hard- 
ware business since he was four- 
teen years old, beginning his 
hardware career in Missouri 
Valley, later working in a retail 
hardware store as a clerk at 
Sterling, Colo., during a period 
of ill health. With renewed 
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health and strength he began 
traveling for the Simmons Hard- 
ware Co., out of St. Louis. He 
was transferred to Sioux City, 
after many years, and remained 


in this latter territory for a fur- 
ther period of several years. 
Seven years ago he returned to 
Missouri Valley and entered the 
retail field. 





Merchandising Hardware Down on 
the Rio Grande 


(Continued from page 41) 


to women take up the first 75 per 
cent of the left-hand side and the 
last 25 per cent of the right-hand 
side. The first 75 per cent of the 
right-hand side and the last 25 
per cent of the left-hand side 
show men’s goods. This is a good 
plan of arrangement. It causes 
customers to walk in one way 
and out the other. Our front door 
is wide and the extreme front of 


the store is fairly open so that 
people will be inclined to come 
in and look around. We have al- 
ways encouraged visitors and do 
not rush to sell them if there 
seems to be a desire to ‘just look 
around.” Should the visitor seem 
to have a specific want we will 
then be very prompt, but we do 
not wish to make them feel they 
are being rushed.” 





The Personal Element in Selling 


(Continued from page 28) 


liteness, courtesy, thoughtfulness, 
cheerfulness, etc., all have their 
effect upon sales. Watch your- 
self in regard to such things as 
grouchiness, a harsh voice, bad 
breath, habits, etc. Don’t eat 
onions and wait on trade. The 
customer can afford to eat onions, 
garlic or strong cheese for lunch, 
but the salesman cannot. Hun- 
dreds of sales are lost because 
of offensive breath. 

Don’t chew gum when on duty. 


There is something intensely irri- 
tating to a nervous customer in 
the facial contortions of a gum 
chewer. 

Try standing in front of a mir- 
ror and making a sales talk to 
yourself. You will then see your- 
self as the customer sees you, and 
will notice sales faults you never 
even suspected. Thirty minutes 
in front of a mirror will do more 
to correct personal sales faults 
than a year on the sales floor. 
Try it. 





Salesmanship Overcomes Price Competition 
(Continued from page 27) 


as a general rule. A policy of price 
cutting creates wrong impressions on 
the customer and he soon questions 
your every price and thinks he is one 
of the favored that should buy every- 
thing below your regular retail price. 
Too many of us think the public 
knows our cost price and do not stick 
to the prices we mark up which allow 
a reasonable margin. It is, however, 
. just as big a mistake to try to sell at 
an unreasonable profit as it is to sell 
too low. Maintaining one price in- 
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spires confidence in your customers 
and that is the main thing you are 
trying to build up in your business. 
With that established, your biggest 
obstacle in price competition is over- 
come, and the sale is two-thirds made 
before your store is ever entered. 
Therefore, maintaining one price and 
overcoming price competition is 
mainly a matter of two things, build- 
ing up your salesmanship on the in- 
side of your store and the confidence 
of your customers on the outside. 





SIMONDS 

HIGH TUNGSTEN 
TOOLS SELL 
FASTER 






“Red End” on a Hack Saw Blade is 
SIMONDS symbol—a trademark that 


conveys to the industrial world a dis- 


tinctive idea of quality in the highest 
degree. It is hardware dealers’ pro- 
tection and a symbol which the trade 


recognizes at a glance. Simonds are 


distinctive in appearance—the only 


Hack Saws that brilliantly flash to the 
consumer the idea of inbuilt quality, 
the make of a world-known saw manu- 


facturer. 


Demand reflects the reason for their 
popularity. Stock SIMONDS RED 
END Blades and you sell Hack Saws at 
a reasonable profit. 


WES SS  °O! AAMaRie 
ORDER 
FROM 


YOUR 
JOBBER 


SIMONDS 
SAW ANDSTEELCO. 


“The Saw Makers” 
Established 1832 Fitchburg, Mass. 


63 











“Kimball | 





HAND POWER FLEVATORS 

















Fast and Safe 


A most inexpensive and 
simple elevator to install 
and operate where an elec- 
tric elevator is not feasible 
— comes sawed, drilled, 4 
fitted ready for anyone 
handy with tools to as- 
semble and install. 


Builders of 


Hand Power 
Light Electrics 
Push Button 
and All Types of 
Electric 

Elevator 
Machines 
























WRITE FOR DETAILED INFORMATION ON 


KIMBALL ELEVATORS 
KIMBALL BROS. CO. 


1205-19 Ninth su. 
4AA 


Council Bluffs, Ia. 











There's Always a 


READY MARKET 


for 
HOUSE FURNISHINGS 


Housefurnishings judi- 
ciously merchandised 
carry a neat profit. This 
steady income acts as a bal- 
ance for seasonable items. 


Furthermore, 


nishings play a large part 
in inducing women to pat- 
ronize the neighborhood 
hardware store instead of 
department stores. 


Read the editorial and 


advertising pages of Hard- 
ware Age and keep posted 


on this line. 


Harderare Age 


239 W. 39th St. 


Housefur- 


N. Y.C. 














The Pike India 
Fishhook Stone 


The Pike India 
fishhook stone is 
made from a special- 
ly selected grit of 
Norton  alundum 
abrasive of long- 
lasting, fast - cutting 
qualities, says the 
maker, Pike Mfg. 
Co., Pike, N. H. It 
is made for sharpen- 
ing either point or 
barb. Stones are 
packed in an attrac- 
tive display stand, containing a dozen units. List price is 
$6, less the dealer’s regular discount. Stand is a triangular 
piece of oak, attractively finished, into which the stones are 
set on one end. 





Premier Crusader 
Parlor Furnace 


The Premier Warm 
Air Heater Ca., 
Dowagiac, Mich., 
has entered the circu- 
lating heater field 
with the Premier 
Crusader, a_ parlor 
furnace. The me- 
chanical design of 
the Crusader closely 
follows Premier 
basement type fur- 
naces, which are 
guaranteed for 10 
years. It has a prac- 
tically burn-out proof 
firepot. Cut-out 
view shows construc- 
tion of this parlor 
model furnace. 





Ace Movie Equipment 
~ The Ace Mfg. Co., Mil- 


waukee, Wis., offers four 
low-priced movie projec- 
tors. The maker suggests 
the use of these projectors 
in the home for the golfer 
to study his stance and 
swing. Projectors will han- 
dle the standard size 16- 
mm. film. They are said to 
have many features of more 
expensive models as well 
as several new and exclu- 
sive features. They are 
self -threading, equipped 
with shutter and have a 
new precision claw movement which does not tear the film, 
says the maker. No. 65 Ace projector has two 100-foot 
reels and lists at $6.50. Model 65M, motor-driven model, 
lists at $13. The No. 10, with 400-foot reel, lists at $10, 
while the No. 10M, with motor, lists at $16.50. An assort- 
ment of Kiddiefilms, on a variety of subjects of interest 
to children, lists at 34oc. a foot. 
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Uze-Again Rubber 
Bottle Cap 


Brehm & Douglas, 54 
First Street, Portland, 
Ore., distribute the Uze- 
Again rubber bottle 
cap, which lists at 50c. 
per dozen. Dealer cost 
is $4.20 per gross. The 
maker guarantees that 
use of the cap will not affect taste. The cap is said to be 
capable of holding up to 75 lb. pressure on standard size bot- 
tles. Cap may be used to recap partly empty bottle. No 
capping machine nor opener is required. Cap should be wet 
before it is applied and placed over top of bottle on one side, 
then pressed down with other hand. To remove, the cap 
should be pressed upward with thumb so that rubber is 
stretched away from glass. 








Nu-way Weather 
Strip 


Nu- Way weather 
strip offered by the 
Macklanburg-Duncan 
Co., Oklahoma City, 
Okla., is made of a 
combination of pure, 
all-wool felt rein- 
forced with bronze 
and is said to make 
a firm, positive con- 
tact at openings 
around doors and 
windows. It is put up in attractive packages containing 20 
ft. of strip. Nails are included in package together with 
complete instructions, including drawings of window and 
door showing how the strip is applied. Attractive display 
case holding 12 packages is furnished with dealers first or- 
der of two dozen 20 ft. packages. Nu-Way is also available 
on a practical and compact reel containing 500 ft. of strip. 
Display stand and reel occupy only a few inches of counter 
space. Dealer cost is 3c. per foot net. 























Capital Mops 
Capital Mfg. Co., Kingsville, Tex., 
makes the Capital line of mops and 
mop heads. Household mops are 
bound by webbing while the roofers 
mops are bound with a metal binding. 
In the construction of these mops three 
sizes of good grade twine are used. 
No. 44 is a 4 ply or fine, No. 410 or 
10 ply is the medium, while No. 420 
is a 20 ply coarse type. On the house- 
hold mop, which is illustrated, handle 
ends at bottom of coiled annealed gal- 
vanized wire, which the maker states 
will not rust or break. Twine is bound 
to end of handle by a durable piece ii 
of woven fabric, thereby preventing | //f 
handle from marring or scratching jf OH Al 
floor or wainscoting. Full weight and jj fi 
wide spread head is made from a good / ih i 
d)ih 


IVildv >! 





Leow 





[4 \ H\\ 
grade and staple of Texas cotton. Pine \ i; ny; { 
handle is of best grade. Dealer costs 
are: household mops, 12 oz., $4.40, 16 0z., $4.95, 24 oz., $6.40 
and 32 oz., $7.65 per dozen, while the dealer costs per dozen 
on roofers’ mops are: 16 oz., $5.95, 24 oz., $7.25 and 32 oz., 
$8.50. 
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ALLIGATOR 


TRADE MARK REG. US. PAT. OFFICE 


STEEL BELT LACING 


More Reliable 
Belting Service 


The great sur-: 
plus strength of 
Alligator Steel 
‘Belt Lacing pro- 
vides long unin- 
terrupted belt- 
ing service. The 
powerful com- 
pression grip produced in clinching 
the teeth, prevents friction and ply 
separation in the belt ends. This 
favorite lacing is quickly and easily 
applied and is reliable in practically 
every service on all types of flat belt- 
ing. Order from your jobber. 
FLEXIBLE STEEL LACING CO. 
4616 Lexington Street Chicago, Illinois 
In England at 135 Finsbury Pavement, 
London, E. C. 2 










































NEWEST KEYLESS LOCK 
BY THE OLDEST MAKER 











**SINCE 1889 — 42 YEARS”: 





E SHALL soon present to the trade a new lock 

of improved design, embodying many highly 
desirable features. A unique service will likewise 
add tremendous interest to the dealer. 


These advantages will be immediatly appreciated by 
the user and consequently the lock will be in great 
demand for SCHOOLS, Y’S, FACTORIES, HOS. 
PITALS, ARMORIES, besides all the various home ‘ 
requirements. 

Wait for It?! 


(Leading hardware and educational publica- 
tions will soon give complete information. If 
your needs are urgent, however, use the coupon. 


The J. B. Miller Keyless Loek Co. 
201 Lock St. (Dept. A) Kent, Ohio 
SERS SSS SSS SST TSS SSPE SSS SS SSE Se eee 


THE J. B. MILLER KEYLESS LOCK CO. 
201 Lock St. (Dept. A) Kent, Ohio 


Gentlemen: 

Please send further information regarding your new keyless lock. 
PE. S696 oe NCEE e ei sda 4oes cs ween Cee Ses ebbetbest 
EE AdbGa.ehune thes kaw eae 60 e'ok ROU) OS beanie wa bee Gmaeeas 
CED eee ach evawsbenenb buds 0b Co Er ee ee 









































It’s GOOD BUSINESS 


to stop where Business is Good! 





2,500 rooms. A radio, tub, 
shower, circulating ice water, 
Servidor in every one of them. 
Extra value! 

Every room an outside room— 
and 85% of them priced at $3.50 
to $5.00. Extra value! 

116 new sample rooms. Four 
popular price restaurants, includ- 
ing a “speed counter” 
Coffee Shop—with 
food that is the talk 


RALPH HITZ, Managing Director 


You'll find extra 
value in every- 
thing at New York’s 
most successful 
hotel... 


of the town. Extra Value! 

A location in the heart of mid- 
town Manhattan “next door to 
everything.” Private tunnel to the 
Pennsylvania Station. B. & O. 
Motor Coach connections, too. 

The overwhelming success of 
the Hotel New Yorker is not 
built upon low rates alone; it 
is built upon BIGGER AND 
BETTER VALUE. Come and 
get it! 


NEW YORK’'S MOST POPULAR HOTEL 


| HOTEL NEW YORKER 


34th Street, at 8th Avenue, New York 


Chicago Office: 77 W. Washington St. 
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H. C. White Co. 
Stroller No. 1652 

Kiddie-Kar stroller No. 1652, made by H. C. White Co., N. 
Bennington, Vt., may easily be converted into a “Kiddie-Kar,” 
doubling its usefulness and length of service. It is finished 
in cream and light jade green. This model is equipped with 


Tl 





large rubber-tired steel disc wheels, new type detachable lift- 
ing handle, perforated back rest, tray, beads and bell. Coil 
rear springs act as shock absorbers. Over all length is 2434 
in., while height to top of seat is 854 in. Tires are of 5% in. 
size. 





Handy Clamp Display Card 
and Quilt Frame Clamps 


E. C. Stearns & 
Co., Syracuse, N. Y., 
offers dealers this 
Handy Clamp dis- 
play card, holding 
two each of six dif- 
ferent size clamps, 
namely, Nos. 1, 4, 
15, 25, 35 and 45. 
Clamps are of nickel 
finish and may be 
used for numerous 
purposes. Dealer 
cost ‘of display card 
and clamps is $1.40. 
Openings, depths 
and list prices are: 
No. 1, %4 in., % in., 
l5c.; No. 4, 144 in., 
%4 in., 15c.; No. 15, 
34 in., 114 in., 15c.; 
No. 25, 2 in; 2 ‘th, 
20c.; No. 35, 13% in., 
3 in., 20c. and No. 
45, 2 in., 1-in, 2c. 
Quilt frame clamps 
No. 130 and 150 with 
cut thread steel 
screws have _ steel 
screws and are 
japanned. They are 
packed in boxes of two dozen. Opening inches are respec- 
tively 214 and 3 in. while the depth inches are 114 on both 
models. Gross weights are respectively 54 and 60 lb. Dealer 
costs per dozen are respectively $1.10 and $1.25, while the 
list prices are 15c. and 20c. respectively. 
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Potential customers, too, if your toy 


line is carefully selected to include 
what little girls find desirable. In the 
second week’s issue each month 
Hardware Age has specialized edi- 
torial features on toy merchandising, 
and the editors never lose sight of the 
fact that there are just as many little 
girls as little boys in the families of 


your customers. 


HARDWARE AGE 


239 WEST 39th ST. 


AUGUST 13, 1931 


NEW YORK CITY 











Wome lt iS .... 


The CLAWSON 
ICE SHAVER 


Simplicity—Durability—E fficiency 


Shaves ice into uniform crys- 
tal flakes. A size and style for 
every requirement. Built in 
all sizes up to 300 Ibs. per min- 
ute capacity. 

There is a customer waiting 
for just such news. Not neces- 
sary to stock up. Write us. 


Let SHAVED ICE as pro- 
duced by our machines solve 
their food-service refrigeration, 
their drink cooling problems. 





Snow King (Electric) 
Model No. CIE-LB. 





WHY NOT 
YOU SELL AND PROFIT 
THEY WILL SHAVE AND SAVE 











SOLD EXCLUSIVELY THROUGH LEGITIMATE DEALERS 


CLAWSON MACHINE CO. 


FLAGTOWN, N. J. 


PIONEER MANUFACTURERS AND INVENTORS OF ICE SHAVERS 


















When you 
specify Su- 
perior Brand 
Hardware 
Cloth you re- 











ped : ; 
it H ceive a_ fabric 
Hi aaa lt that is woven 
try ah) 
peeeeee tf from standard 
Mudd pe eeasaaeell size wire with 
Hie pesmmmaeae £7 ETH 

danaisaesse straight sel- 





Vage, even 
mesh and heavy 
galvanizing. 
At Your Jobber 
G. F. Wright 
Steel & Wire Co. 


Worcester, 
Mass, 
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mw . 
Consistently Profitable 
| IBS The Brown & Sharpe policy is to add new 


tools to keep pace with the changing de- 
mands of skilled mechanics. As a Brown & 
Sharpe Dealer you are able to secure a consis- 
tently profitable business from this important 
class of customers. Brown & Sharpe Mfg. Co., 


Providence, R. I. 


Brown & Sharpe Tools 


**World’s Standard of Accuracy” 
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Caulking Compound in a New, Handy Tube 


CAULK-0-SEAL 


(Reg. U. 8. Pat. Off.) 
The JUMBO TUBE (containing 1 pint) 
complete with Insert Nozzle and Pressure 
Key meets every need of the small user 
and home owner. No caulking gun neces- 
sary. CAULK-O-SEAL is easy to use, 
non-staining and plastic. It is a quick 


seller, volume builder and profitable item 
to handle. Compound also sold in bulk 
with full line of guns. 


If your jobber cannot supply you, 
write us direct. 


CALBAR PAINT 
& VARNISH CO. 


2622 N. Martha St., Philadelphia, Pa. 
Mn fn fe fn hr, hr hr, fr, tr, fr, Lr, 

















SERVICE - QUALITY - ACCURACY 


Buffalo Bolts ... the reliable bolts that 
have served industry for three gener- 
ations are available in attractive cartons 
with easy-to-read labels. 


BUFFALO BOLT CO, 
North Tonawanda, New York 




















Swartzbaugh 
Room Heater 

This cabinet type 
heater is of heavy 
steel construction, re- 
forced, and is finished 
in two styles, pure 
white and grained 
walnut. The Swartz- 
baugh Mfg. Co., To- 
ledo, Ohio, makes this 
room heater. Cold air 
is drawn into the heat- 
er at the bottom, thor- 
oughly heated by the 
electrical element and 
forced out into the 
room from the regis- 
ter at the top. Metal 
body construction is 
such that the maker 
states it will keep cool, while the top is said to stay suffi- 
ciently cool so that it is available as a stand while in use. 
Element connections are completely insulated from the body. 
Heater is shock-proof. Baffle at bottom prevents any down- 
ward deflection. Element may be taken out by removal of 
two screws. Handle is included in back for shifting and 
carrying of heater. Current consumption is 1100 watts at 
110 volts. Heater stands 24 in. high, 12 in. wide and 6 
in. deep. Net weight is 114% lb. It is equipped with 16- 
gage heater cord, 7 ft. long. 








Beaver Pipe Tool 
Display Boards 


The Borden 
Co, Warren, 
Ohio, has five dis- 
play boards for 
showing Beaver 
die stocks and 
pipe cutters. 
Board No. 1 cov 
ers Beaver No. 3 
ratchet in the 1% 
to 1 in. range, 
bolt die heads for 
use with this tool 
as well as pipe 
die heads; No. 6 
Beaverette, an ad- 
justable — self-con- 
tained tool thread- 
ing %4 to %4 in. 
pipe and No. 33 
and 34 “3-Way” 
Beavers threading 
3% to 34 in. and \% to 1 in. respectively. Board No. 2 covers 
Nos. 8 and 8R “4-Post” semi-self-contained Beavers, while 
No. 3 covers No. 5 Beaver square end pipe cutter and No. 
102 thin-wheel cutter. Board No. 4 covers No. 17 Beaver 
ratchet die having a range of 1% to 2 in., while No. 5 covers 
No. 25 and 26 self-contained and adjustable Beaver die stocks 
to 1 to 2 in. Board No. 1 is illustrated. 
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Savage Arms 
Display Stand 


Savage Arms Corp., Utica, N. Y., offers this attractive 
display stand, with game executed by famous artists. The 











® 


wings Doutle Repeating 
and Autornatic Shotguns 





stand, which may be erected in a few moments, makes a 
rigid stand for displaying five guns of either Savage, Stevens 


or Fox models. Dimensions are 45 in. high by 55 in. wide. 


Colvin Weeder 


Illustration shows 
use of the Colvin 
weeder as a dandelion 
remover. For this pur- 
pose the weeder 
attached to an _ ordi- 
nary garden hose and 
the water turned on. 
Weeder is then pushed 
into ground with 
water outlet at bot- 
tom of rod turned to- 
ward root of plant. By 
gradual lowering and 
raising of the weeder 
the soil is softened 
around the root, en- 
abling removal of the 
plant from the soil, 
preventing dandelion 
from growing again. 
It may also be used to 
water the roots of 
trees. When desired 
soluble fertilizers can 


be introduced into the water at any depth, depending on size 
of tree or shrub being fertilized. Colvin Weeder Co., Room 
1131, Merchandise Mart Building, Chicago, is the maker. 
When using the weeder it is not necessary to stoop or stand 
in any but a normal position. The weeder operates on ordi- 
nary city water pressure or even on pressure as low as 7 or 8 
Ib. List price is $3.75, while dealer cost is $2.25. 


is 
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Lif h pCO ane? 
YO a 
AN ECONOMICAL GIANT 


KIMBALL = Bay 
ELEVATORS | 


Rugged, compact 
and efficient, these 
light Electrics 
come with frames 
sawed, drilled and 
fitted ready to in- 
stall—low initial 
cost and low up- 
keep. 











Tell us the task 
you wish it to 
perform and we 
will give data 
on machine you 
require. 


KIMBALL ELEVATORS 
KIMBALL BROS. CO. 


1205-19 Ninth St. Council Bluffs, Ia. 
5AA 







































The Wolves of Lenox— 
How their name spread the width 
and breadth of land. In a fear 


some chorus of barks and sav 
agely snapping jaws thcy broke 
from the Highland forests of old 


rushed with the 
wind down thru 
Nothing stood 


Scotland and 

speed of the 

pastured flocks 
before that super strength, speed 
and clean cutting teeth—when 
the wolves of Lenox were on the 
job! 

















Popularity That 
Insures Greater 
Hack Saw Profits! 


Popularity that has 
spread to every corner 
of the land—a demand 
for “the tools in the 
plaid box’’— from shops 
and men to whom hack 
saw blades of = super- 
strong, quick cutting 
and long lasting qualities 
are essential. 
Stock up on Wolves of 
Lenox. Watch your prof- 
its shoot up _ too. Our 
special sales plan _ will 
help you get these blades 
started in your territory. 
Write for particulars to- 
day. 
The tools in the Plaid box 


American Saw & 
Mfg. Co. 
Springfield BRS 

SS SRS 
Fad tai etn Sedan baste nol) 
.we’ ae SS 




























Mass. 
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SUMMER 


means 
price list. 


UNION STEEL Propucts Co. 


on 602 Berrien St., Albion, Michigan 








Retails for 
as little as 
$1.00. Send 
for latest 


UNION RUBBISH BURNERS 








FLASHLIGHTS 
AND BATTERIES 


A line of flashlights with plenty of sales 
features—batteries that do last longer—and a 
merchandising program that makes real sales. 





French Battery Company, Madison, Wisconsin 
General Sales Office: 20 North Wacker Drive, Chicago, Illinois 














Stop in 


We will be glad to help you 
with your sales problems. 


Hardware Age, 2,23. 

















Get the Right 
Line 


to sell © 


with the aid of the 
CLASSIFIED SECTION 


of 


Hardware Age 


239 W. 39th Street, New York City 
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Sterling Non-Splitz Oval Nails 

Northwestern Barb Wire Co., Sterling, Ill., has announced 
that the Sterling Non-Splitz oval nail is now made in wide 
range of sizes and types. The oval nail is now offered in a:l 
sizes of common nails, casing nails, cement-coated nails (all 


kinds), box nails, large head roofing nails, spikes and special SAMSON CORDAGE WORKS 





nails. Free samples are available upon request. BOSTON, MASS 
ye *% 
Sate) © an OO) 50D) 
Quick Heat Bottom AMSON ©POT, PHOENIX and SACHEM brands 
For New Mirro Pan Pyle em sstaieterertackelaeltrsilamcelsiesertaslatirta this 


The Aluminum Goods “There »S a Difference in Sash Cord’ 
Mfg. Co.,- Manitowoc, | [Re yast aims):e.010)aOR@O) (00S eOs mw EO) i R\U ints. 
Wis., offers this quick- 
heat black bottom pan 
of 2-qt. capacity. The 
maker states that 10 per 


ong goreae stag WICKWIRE BROTHERS 


Send for ra:alogue, samples and selling information 











per cent electricity is . 

saved by the use of the P oultry Netting Staples 

new pan. Finish is very Made from good, durable wire, sharp 
durable, easy to clean and of neat appearance. Super-thick _— aw GALVANIZED. Sizes: 

: : ; mee 4, 7h, and 

ere and — "re pec pre pgs = Packed in 100 Ib. kegs; in $0, 25, 10 and 5 
makes the pan efficient for waterless as well as other cook- ib. wooden boxes; in 5 or 10 Ib. paper boxes; 
ing, says the maker. Thermoplex insulator protects the re- also %, %4, and 1 Ib. papers. All paper 
movable handle. The regular $2.25 pan is offered as a spe- packages packed in wooden boxes. 


cial to retail for the suggested price of $1.49 ($1.59 west of 
the Rockies). Dealer cost ranges from $1 in one-half dozen 
lots up to 95c. in gross lots. 


Your Jobber will supply you. 





OTHER 











The Miami Water Bike 


Miami Surf-Cycle Corp., 405 Congress Building, Miami, 2 
| DIAMOND 





Fla., offers the Miami Water-Bike, for reduction of hips, legs 

and stomach, as well as for building up the body. It is said gpevelg aps 
to be practically rust-proof and to require no lubrication or TOOLS 
other attention. Water Bike is propelled by means of rub- Diamond Tools 
ber-covered pedals attached to three-bladed propeller, pro- on poy 


tected by a cylindrical guard. It may be used for riding saaeieenein “et 


your customers. 
All are guaran- 
teed. Drop forged 


from high grade 
tool steel. Hold 
under severest 
strains. 


Write for more 
detailed informa- 
tion. 

DIAMOND CALK 
HORSESHOE CO. 
4622 Grand Ave., 
DULUTH, MINN. 




















Think of a genuine Heller —— 
Table for only $23.95! A new, to-the- 
minute table, designed to phy your 
sales. At this low price, you can afford 
to equip your store with tables. Easy 
monthly payments make it peceis to pay 
for them out of income they bring you. 
Full size—7 ft. x 30% inches. Height 
34% in. “a finished in medium 
oy .s df Portree 
offer is goo or 
summer months F R E E ! 
only, so burry! Six Merchandis- 
— may _— — iY ~ sits 
i i i ; t r nishe oo ow 
the surf, in the swimming pool or in any body of water. ehence to buy | cach table. 
P P P ° ° i Heller ups alone oot 
Weight of the bike is 38 lb., uncrated. It may be carried in tquipment at so | orice of table. 

i i A low a price. 
ue! automobile by removal of . single bolt. Rider supports ore to hd ee 


body on cross-piece and framework. There are two hand SEND THIS W. C. HELLER & CO., Montpelier, O. 
grips near the pontoons. It may be used for floating as well COUPON Picene comple, intormation ca ee ea ae 
offer on No. 27 tables. 


as for exercising the body. List price is $75 each. Dealer 
cost varies according to quantity. 
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Btcouath and Durability 


are combined in the COES All-Steel Screw 
Wrench. No wrench made will handle more 
work or last longer. 

Seven sizes; 6” to 21”. Ask your jobber. 








BEMIS & CALL CO., Springfield, Mass. 














COLUMBIAN Bae 


fom your | F Durable in 
Jobber 


aranteed 


COLUMBIAN ROPE COM “A NY 


a ne aha an my oo Ca", 
fad -5 rleans Philadelphia 


COLUMBIANA? ROPE 


STERLING yor'canteature 
— ae 


PLITz COSTS 


TRADE —, er enee 


Senne ‘cutting edges--more nails per pound -- 
made from virgin steel -- less bent nails -- less 
split wood. 

MADE IN ALL SIZES OF 


COMMON CASING FINISHING 
CEMENT COATED BOX 
LARGE HEAD ROOFING NAILS 
SPIKES and SPECIAL NAILS 
WRITE FOR FREE SAMPLES 


NORTHWESTERN BARB WIRE C0. 


Since 1879 STERLING, ILLINOIS 




































6 E-Z 97 
WELDING COMPOUND 


IS THE BLACKSMITH’S 
BEST FRIEND 


Its Use Enables 
Him to Weld Steel 
as Easily as Iron 


IT HAS NO EQUAL 


Manufactured by 


ANTI-BORAX COMPOUND CO. 
FORT WAYNE, IND. 











Coming Hardware 
Conventions 


AMERICAN ASSOCIATION OF MasTER LocKsMITHS, Fourth 
Annual Convention, Hotel Stevens, Chicago, IIl., Nov. 2, 
1931. J. Y. Goltz, secretary Chicago Chapter, 2539 Mil- 
waukee Avenue, Chicago, IIl.; Walter S. Orrell, secretary 
Grand Lodge, 206 Pearl Street, New York City. 


AMERICAN HARDWARE MANUFACTURERS ASSOCIATION 
Convention, New Palmer House, Chicago, IIl., Oct. 19, 
20, 21, 22, 1931. Charles F. Rockwell, secretary- treasurer, 
342 Madison Avenue, New York City. 


Iowa RetTaiL HARDWARE ASSOCIATION CONVENTION AND 
EXHIBITION, Des Moines, Feb. 9, 10, 11, 12, 1932. Con- 
vention sessions will be held at the Hotel Savery, and the 
hardware exhibit at the Des Moines Coliseum, Philip R. 
Jacobson, secretary, lowa Hardware Building, Mason City. 


Micuican Retartt HARDWARE ASSOCIATION CONVENTION 
AND EXHIBITION, Detroit, Feb. 2, 3, 4, 5, 1932. Harold 
Bervig, secretary-treasurer, Marine City. 


Minnesota RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, New Auditorium, St. Paul, Jan. 26, 27, 28, 29, 1932. 
Chas. H. Casey, manager-treasurer, 2344 Nicollet Ave., 
Minneapolis. 


NATIONAL HaRDWARE AsSsOcIATION CONVENTION, New 
Palmer House, Chicago, IIl.,.Qct. 19, 20, 21, 22, 1931. 
George A. Fernley, secretary-treasurer, 505 Arch St., 
Philadelphia, Pa. 


New EncLanp RetaiL HARDWARE DEALERS ASSOCIATION 
CONVENTION AND EXHIBITION, Mechanics Building, Boston, 
March 2, 3, 4, 1932. Convention, Paul Revere Hall; Ex- 
hibition, Machinery Hall. Headquarters, Hotel Statler, 
George A. Fiel, secretary, 140 Federal St., Room 225, 
Boston, Mass. 


New York StaTe RetTatL HarDwarE AssociaTION Con- 
VENTION AND Exposition, Feb. 2, 3, 4, 5, 1932. Exposition 
will be held at Madison Square Garden; hotel headquar- 
ters to be announced later. John B. Foley, secretary, 
manager, 510 Hills Bldg., Syracuse. 


NortH Dakota Retait Harpware Association Con- 
VENTION AND EXHIBITION, Feb. 10, 11, 12, 1932. Place 
of meeting to be decided later. C. N. Barnes, secretary, 


Grand Forks. 


Onto Harpware AssociaTION CONVENTION AND EXuI- 
BITION, Columbus, Ohio, Feb. 16, 17, 18, 19, 1932. Head- 
quarters and meetings at the Deshler-Wallick Hotel. Ex- 
hibit will be held on the main floor of the New Audi- 
torium. James B. Carson, secretary-manager, 708 Winters 
Bank Bldg., Dayton. 


PENNSYLVANIA AND ATLANTIC SEABOARD HarpwaRE As- 
SOCIATION, INc., CoNvENTION, Philadelphia Commercial 
Museum, Philadelphia, Feb. 9, 10, 11, 12, 1932. W. Glenn 
Pearce, Managing Director, Wesley Building, Philadelphia. 


Soutn Dakota RetaiL Harpware AssociaTIon Con- 
VENTION, Sioux Falls, Feb. 2, 3, 4, 1932. Chas. H. Casey, 
manager-treasurer, 2344 Nicollet Ave., Minneapolis, 


Minn. 
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CLASSIFIED ADVERTISING 
RATES 


Accounts Wanted” 





post paid. 

Positions Wanted and Help Wanted adver- 
tisements at Special Rate of one cent a 
word, minimum fifty cents per insertion. 








Use the “Classified Opportunities Section” to Reach Hardware Manufacturers 


Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen 
THE FOLLOWING RATES 


apply to “Business Opportunities,” ‘Sales 
and “Sales Representa- 





Advertisements from unemployed tives Wanted” advertisements. Discounts for Classified Advertising 

accepted free of charge; inserted 4 insertions, 10% off, 8 insertions, 15% off. 

in two consecutive weekly issues. Set Solid, Minimum of 5 lines...... $3.00 = pen a ‘Wuned a lide 

Box number address may be used. Each additional line............ 60 Wanted Advertisements. 

All replies will be forwarded by us All Capitals, Minimum of 5 lines.... 4.00 HARDWARE AGE is published each Thursday. 
Each additional line............ .80 Forms close Nine Days previous to date of 


Average 10 words to a line 
Allow One Line for Keyed Address 


Remittance Must Accompany Order 


Samples of merchandise, literature, catalogs, etc., requiring more than ordinary reforwarding postage should not 
. be addressed to box numbers 


BOXED DISPLAY RATES 
ES Sia age UBS 4 86 Cane Ka hase Rue $5.00 
Each additional inch.............. 4.00 








publication. 





Address your advertisements and replies to 
HARDWARE AGE, Classified Opportunities, 
239 West 39th St., New York City. 








POSITIONS WANTED 


SALES REPRESENTATIVES WANTED 








7) 


MANUFACTURING EXECUTIVE 


29 years of age, married, fourteen years’ experience. Previous 
connection in the hand tool manufacturing. Sold interest. Excep- 
tional ability in cost reducing, organizing, purchasing, accounting, 
and all the many duties of a manufacturing executive. Can make 
investment. Any reasonable salary considered. Best of references. 
Any part of country or Canada. Very familiar with hardware dis- 
tribution. Have an exceptional record as a profit maker in a very 
y competitive line in a time of depression. Address Box J-392, 





care Hardware Age, New York City. 











AVAILABLE—CONTACT REPRESENTATIVE, to carry out plans 
and — for the promotion of sales—To develop new channels for 
distribution—Practical merchandising experience. Successful sales record. 
Wide and intimate acquaintance in hardware field. Travelled extensively 
over the entire United States. Desire connection only with manufacturer. 
Salary secondary to proposition offering stability and future. Address 
Box J-401, care of HArpware AcE, New York City. 

HARDWARE MAN, Age 35, married, with 15 years’ experience in 
all branches of the retail and wholesale trade. Specialized in builders hard- 
ware and well experienced and familiar with electrical goods, plumbing 
supplies and household furnishings. Prefers a position as salesman in 
metropolitan district. Best of references can be supplied. Address Box 
J-402, care of Harpware Ace, New York City. 

ILLINOIS SALESMAN, with ten years’ experience selling to retail 
hardware trade in Wisconsin, Iowa, Minnesota, Illinois. Married, age 
forty. Was with large hardware jobber for the past five and one-half 
years. Best of references. Would like a line of merit to sell hardware 
dealers in Illinois or Wisconsin. .Available at once. Address Box J-408, 
care Harpware AGE, New York City. 

HIGH GRADE TOOL MAN, hardware executive, catalogue compiler 
and supervisor, with both sales and purchasing ability, experienced in all 
details of hardware, electrical and mill supplies desires connection with 
jobber, manufacturer or high class retail house. Can demonstrate saving 
in production of jobbers catalogues. Address Box J-419, care of Harp- 
warE AGE, New York City. 

SALESMAN and MANAGER, 28, past 7 years in charge of a large 
store on Long Island handling Hardware, Housefurnishings, Paints, etc. 
Have also been calling on the trade in the entire Metropolitan District. 
Real Business Ability, Pleasing Personality and Can Produce Results. 
Open for any proposition. Address Box J-410, care of Harpware AGE, 
New York City. 

SALESMAN with wide experience selling Hardware Jobbers, large 
Retailers, Builders’ Hardware and kindred lines desires connection with 
manufacturer. Southern territory preferred but not essential. References 
furnished on application. Familiar with Plan and Specification work. 
Address Box J-413, care of Harpware AcE, New York City. 


SPECIALTY SALESMAN with 14 years’ experience selling to whole- 
sale and retail trade is looking for a connection for central and western 
New York territory. Will travel with car, and work on small drawing 
account against commissions, Satisfactory references furnished. Address 
Box J-422, care of Harpware Ace, New York City. 


EXPERIENCED BUILDERS’ HARDWARE MAN open for position, 
capable of acting as Manager and Buyer and experienced in Plan and 
Blue Print, Estimating. Location not a factor, although southern territory 
preferred.» References on application, Address Box J-414, care of Harp- 
ware AGeE, New York City. 


SALESMAN—13 years’ wholesale and retail hardware experience in 
all its branches desires permanent connection with progressive wholesale or 
retail firm. Willing and conscientious worker. Best of reference, Ad- 
dress Box J-411, care of Harpware AcE, New York City. 


EXPERIENCED MANUFACTURERS REPRESENTATIVE desires 
new connection. Have sold to hardware dealers and jobbers in New York 
State for nine years. Age 31, married. Excellent references. Address 
Box J-412, care of Harpware Ace, New York City. 


POSITION WANTED in a retail hardware store by a man living in 
Eastern Virginia with more than fifteen years’ experience, buying and 
selling Hardware, Paint, Sporting Goods and Housefurnishings. Address 
Box J-409, care of Harpware Ace, New York City. 

MAN with 18 years’ experience in General, Retail, Hardware, Sporting 
Goods, etc., wishes position with some good reliable hardware firm. Can 
ive references or personal interview. Address Box J-406, care of 

ARDWARE Ace, New York City. 

POSITION WANTED-—Salesman, 15 years’ experience in Oklahoma 
calling on hardware and furniture dealers, wants a good line. Can fur- 
nish first-class reference. Address Box J-418, care of HARrpWaRE AGeE, 
New York City. 
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Housefurnishing Representative 


Selling department, furniture, and hardware trade. Quality 
and popular lines of cooking utensils, manufactured by 
progressive ‘firm, rated AaAl. Factory has produced con- 
tinuously for twenty years. Proven record in housefur- 
nishings, or high class specialty experience essential. Car 
necessary. In two other territories will consider men now 
selling one line, who desire to add another. Our line is 
long, and requires selling, not order taking. Write giving 
full details in first letter for consideration. Careful check 
will be made of men hired. You may be the right man for 
the right territory. 

Address Box No. J-415, care Hardware Age, New York 














SALESMEN WANTED calling on hardware trade to carry an estab- 
lished and complete line of Dog Collars and Leather Goods. This is a 
commission proposition and a splendid opportunity for a live wire and a 
worker. State lines carried, if any, and territory covered. References 
required. THE LEATHERCRAFT COMPANY, N.W. Cor. Fifth and 
Commerce Sts., Philadelphia, Pa. 


ROPE SALESMAN WANTED. 
lb. basis. Fast selling side line, five per cent commission. 
Company, 82 South Street, New York City. 


Hack Saw Blades. Exclusive 
Address Box J-365, 





100 per cent pure Manila rope, 14e. 
i United Fibre 





WANTED-—Salesmen for high grade 
territories. Attractive prices. Liberal commission. 
care of HarpwarE Ace, New York City. 





SALES ACCOUNTS WANTED 


MANUFACTURER’S REPRESENTATIVE with showroom calling on 
department stores, chain stores and jobbers of hardware and house- 
furnishings in the Metropolitan area of New York, Newark, Philadelphia, 
Baltimore, Washington and New England desires additional line for any 
or all of this territory, Address D. L. JACOBY, 225 Fifth Avenue, 
New York City. 


MANUFACTURER’S NOTICE—Merchandise wanted by Wholesaler, 
Jobber, on consignment basis, any line. General Hardware. Splendid 
territory and warehouse facilities. Experienced, reliable men. Business 
established. Address Box J-416, care of HARpware Ace, New York City. 











HARDWARE JOBBING ACCOUNT WANTED-—Sales representative 
now handling “Doo Klip” grass shear, well acquainted with all jobbers, 
can handle additional account. Pennsylvania and West Virginia. Ref- 
erences. Address Box J-417, care of Harpware Ace, New York City. 


SPECIALTY SALESMAN with 14 years’ experience selling to whole- 
sale and retail trade is desirous of adding one or two new lines for 
central and western New York territory. References furnished, Address 
Box J-421, care of Harpware Ace, New York City. 








AGENCIES WANTED FOR CANADA. Salesman with eighteen years’ 
experience calling on retail and hardware trade, desires one or two g 
lines on straight commission basis. Best of references. Address J..V. 
AHERN, 107 Wineva Ave., Toronto, Canada. 





SALESMAN with office and warehouse in Utica, would like to repre- 
sent reputable manufacturers of products used by lumber, hardware, 
general merchandise dealers or tinsmiths and roofers. Address Box J-396, 
care of Harpware Ace, New York City. 


MANUFACTURER’S AGENT—Selling wholesale hardware, house- 
furnishings and department store trade, wants lines for Iowa and adjacent 
eee References. Address—TOM GADD, 607 Crocker Bldg., Des 
Moines, Iowa. 


WANT LINE OF GAS STOVES, heating and cooking, for Tennessee, 


Arkansas and Mississippi. Address Box J-420, care of HARDWARE AGE, 
New York City. 
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ANNOUNCING 
A NEW SERVICE 


of Greatest Possible Value to Manufacturers and 
Others Selling Through Hardware Distributors— 


DIRECT MAIL ADDRESSING 


from a List of Hardware Retailers Corrected 


Right Up to the Minute of Addressing: 





WHAT THIS MEANS! 


Removes an Important Factor in 
Wasteful and Unproductive Di- 
rect Mail Advertising Campaigns. 


Elimination of Undeliverable Mail. 


Saving of Considerable Sums for 


Postage. 
Lays the Foundation of a Successful 


Prevention of Loss of Valuable 
Sales Program. 


Direct Mail Matter. 
Assures Being First to Contact Im- 


portant New Hardware Retailers. 

Saving up to $20,000.00 Annually 
for the Up-Keep of an Up-to-date 
Mailing List. 


MUCH MORE COULD BE SAID — 


THE NEW YORK POST OFFICE 
BULLETIN, MAY 29, 1931, SAYS: 


“During a One Year Period More 
than 12,000,000 Letters Contain- 
ing Circulars and Advertising 
Matter Were Disposed as Waste.” 


Prompt Delivery of Mail—No Lost 
Time for Post Office Directory 
Service-Helps Uncle Sam Cut 
His Postal Costs—-Reduces Taxes— 


Your Own Experience Will Bring 
Home to You the Value of This 
New-Up - to - the - Minute—Much 
Needed Addressing Service Which 





Everybody Saves. We have Developed for Your use. 


WRITE FOR DETAILS 











HARDWARE AGE DIRECT MAIL ADDRESSING DEPT. 
239 West 39th Street, New York 


GENTLEMEN : 

Kindly send me the details of your Direct Mail Addressing Service. 
EE 55sec padaw sasha Uees pens acakhasedsthsvdsexaens ESS ivin apo eos bac FENG bc ds cen ved ehdbcdesb epee es ssiues 
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INDEX TO ADVERTISERS 




















THE ADVERTISERS INDEX is published as a convenience and not as a part of the advertising contract. Every 
No allowance will be made for errors or failure to insert. 


care will be taken to index correctly. 









































A E L Reynolds Wire Co............. oo 
Rich Pump & Ladder Co........ 
A. & J. Kitchen Tool Co....... cet gy gO ee re — | Lamson & Sessions Co.... — | Richards-Wilcox Mfg. Co....... — 
Acme Shear Co.......cccseeeee =f GUO BRE; COG: dni eesie osc cires — | Landers, Frary & Clark. iP RMMEMOEA Rss na Sees be 0sekinonea — 
BU EVO. RG oi sic cv iwecees — | Eastern Tool & Mfg. Co........ | Lewb Products .......:- Py ee ere —_ 
American Chain Co............ — | Edison Lamp Works........... — | Leipzig Trade Fair, Inc. -—- | Robinson, Edward E........... — 
American Fork & Hoe Co. Ds roo 6 0N.s vas sans. bm i he ee a ere — | Rubberset Co. ....... pide = 
(Shovel Division) ........... ED SID olan Js «bobs oben ee Os ee ey ene ee — | mabe Chemical (Cas. cscs sees se — 
American Gas Machine Co.. — | Electric Cutlery Co............ — | Lupton’s Sons, David.......... — | Russell, Burdsall & Ward Bolt & 
American National Co.......... — | Empire Level Mfg. Co......... — aa en was Vode doitoe —_ 
American Ring Co............- — | Estwing Mfg. Co...........0-- — Russell & Erwin Mfg. Co. — 
American Saw & pte. COs cess 69 | Eversharp Shear Co............ -- Russia Cement Co... .....20sdece —_ 
American Screw Co...........- Sat MMNE AGG: os ava's 6 02s oo as.'se osacd -- M 
American Sheet & Tin ae 50 — 
American Stainless Steel -_— Marshalltown Trowel Co........ — 
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‘ fo Be 0? ae Shelby Spring Hinge Co....... = 
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Brosh-Nu Co. ......ceecesees a= ee ee eee ef eee ones Commerce. — 
Wits HE CA. oy fs scee es 68 aah? «ae a RN ACS le JENOISON BUC UO... +-+- serene — | Thompson & Son Co., Henry G. — 
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Hoppe, Inc., Frank A.......... 17 Wuhutac Rivet & Stad Co...... 
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oS SO ee eee — One Minvte Mfg. Co........... — U 
Cattaraugus Cutlery Co......... — I OO Ae Se Sa eeenr — 

— be i no pee Sr tute ace _— i a = Ce eer — | Union Hardware Co — 
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Have You Seen The New Improved 


LAWSON WRENCH 


THE WREN”Y 


we WREN 
THE WREN 
THE WREN 


THE W REN 


a! 
THE WRENS 


THE 


U.S. HAME COMPANY 
Buffalo, N. Y. 


Canadian Representative: 
U. 8S. Hame Co. 
130 Queens Drive, 
Weston, Ont. 


suseesees SEND THIS COUPON! essesseser 


U. S. HAME CO., 
134 Tonawanda St., 
Buffalo, N. Y. 


Gentlemen : — 
Please send me your illustrated folder giving details 
and specifications of the USHCO Lawson line ofwrenches. 


Name 








Addr 


City. 








Firm Name 
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ERE’S a real wrench! And it’s one every householder 
and mechanic needs... and will buy. This wrench has 
it all over every other wrench because of its patented 
principle and the angle handle. 

Therein lies the secret. That angle handle, Mr. Mechanic and 
Mr. Householder, gets into those tough places where pipes 
lie parallel to each other, flush with a wall, floor or ceiling. 
It has a powerful grip and once it gets into those tough 
places, it grips, holds and does the job. The angle handle 
makes it impossible also, to skin your knuckles on any floor, 
pipe or other object next to the pipe on which you are work- 
ing. And square and hexagonal nuts get the same treatment 
as pipes from this USHCO Lawson Wrench. 

The U. S. Hame Company has built this USHCO Lawson 
Wrench to last a lifetime. .. dressed it as modern merchan- 
dise should be dressed... and it goes out in the right con- 
tainer and color. It comes in the following sizes: 8”, 10”, 
14”, 18” and 24”, 

The specifications of the USHCO Lawson Line of wrenches 
are yours for the asking. Send the coupon today for illus- 
trated folder. 
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ANNOUNCING Hercules — A New Bulk Powder 


Look for the 
RED GRAINS 


So that the user can know 
he is shooting Hercules 
we have blended a small 
percentage of distinctive 
red grains with black grains 
to make Hercules. Look 


for this identification. 





Photograph (enlarged four times) of the new Hercules bulk powder. 


Hercules is a new bulk powder which is 
less hygroscopic than other bulk powders. 
This feature, combined with its light recoil 
and close, even patterns, will make Hercules 
a favorite at the traps and in the field. 


Hercules is new to the trade, but five years 
of research are behind its development. Tests 
under every conceivable condition have de- 
finitely proved its ballistic stability and its 


more uniform patterns and velocities. 





910 KING STREET 
HERCULES, INFALLIBLE, AND HERCO SMOKELESS 


Hercules is setting a new high standard of 
bulk powder performance because its remark- 
able results can be obtained in wet weather 
or dry, winter or summer, in dry mountain 
states or along the seacoast. It is being 
loaded by all American loading companies 
in trap and field loads. Shooters are bound 
to like Hercules. Write for a folder con- 


taining detailed information. 


HERCULES POWDER,COMPANY 


INCORPORATED 


WILMINGTON, DELAWARE 
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The NORWICH Ham- 
mer, ball pein type. 


The famous 
MAYDOLE Hammer. 


, 


" The new MAYDOLE 
= non-mushrooming 


. f but cheap 


fora NORWICH 








>< chisel. 


MAYDOLE improved 
Stillson Type Wrench. 


DAVID MAYDOLE TOOL CORPORATION 
Norwich, N. Y. 


v AS TGLE 


TOOLS 


OU can sell any one of a num- 
ber of hammers at 90c. and it 
may be a high price. BUT when you sell a 
NORWICH hammer at the same price, it’s cheap. 


It’s cheap when you consider its outstanding 
quality, guaranteed by the Maydole reputation 
of 100 years. It’s cheap when you realize that 
it is sold only through the legitimate hardware 
trade. It’s cheap because its quality value per 
dollar cannot be duplicated on the market today. 


Add the NORWICH to your line and be in a 
position to meet cheap competition with a low- 
priced quality hammer. Ask your jobber for 
complete information or write us. 
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